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SAVE YOU MONEY 
oo YEAR AFTER YEAR 


High strength steels make possible this rem 
able, light-weight cylinder—the Hackney 
100A. It’s light weight—approximately 74 |} 
but at the same time it’s tough and rugged,y 
able to meet rigorous regulation requirem# 
and user needs. 


The Hackney RC-100A is designed to save| 
money. It cuts costs in shipping—saves tim 
handling. It makes possible larger truckloa 
cylinders—means less wear and tear on tr 
And these savings are made not once butm 
many times over the years. 











The Hackney RC-100A has the “‘scalloped’! 
ring for easy cleaning and thorough inspec 
There’s a finishing procedure that means atl 
tive appearance over longer periods of ti 
And it’s quickly and easily identified—thank 
the special depth-controlled stamping. 


Write for full details 


PRESSED STEEL TANK COMPA 


Manufacturers of Hackney Produ 


Main office and plant: 1487 S. 66th St., Milwaukee !4 
1399 Vanderbilt Concourse Building, New York 17, 
227 Hanna Building, Cleveland 15, Ohio 

208 South — dy Reem 2069, are 4, lil 
552 Roosevelt B yn. Los An 
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THE ‘’PIG’’ WITH A PURPOSE 


Anco’s Pacific “Pig” provides a profit item for you as 
well as a product of value for your customer. Designed 
and styled to afford the utmost in customer satisfaction. 


You'll find “Pigs” as well as many other LPG supplies 
on display at Anco’s conveniently located Supply Stores. 





BRANCH OFFICES: 


Omaha, Nebraska Supply Stores & Warehouses: 

C h icago, y | linois 205 S. Lincoln Ft. of No. Market St. Federal Barge Term. Whse. 

Minneapolis, Minnesota Aberdeen, South Dakota St. Louis, Missouri St. Paul, Minnesota 

Atlanta, Georgia 2602 Ed Creighton Blvd. 364 Nelson St.,S. W. 217 East Archer 

los Angeles, California Omaha, Nebraska Atlanta, Georgia Tulsa, Oklahoma 
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the combustion chamber and we can- 
not see, therefore, how it is possible 
for this method to overcome valve 
trouble. 

Can you advise us whether or not 
upper cylinder lubrication is cf any 
particular value in this case, together 
with any other information which you 
may have on overcoming valve diffi- 
culties in those units where it is prev- 
alent. 

S.E.P. 
Montana 


In general, there are two cases where up- 
cyl oils are of a decided advantage. One is 
where high altitude pistons have been installed 
and when, in some cases, they do not get 
enough oil around the upper ring. 

The other case is where an engine has not 
been provided with adequate valve stem lubri- 
cation. And, in both of these cases we find 
that an up-cyl oiler not only increases power 
and economy, but saves valves and cylinder 
wear. These tests have been proved many times 
on dynamometers and under actual field con- 
ditions. 

On the other hand, certain type engines 
using the conventional piston with the com- 
pression being raised by changing the head 
in some manner and having adequate valve 
stem lubrication, do not require any additional 
lubrication. 

Regarding your statement about the oil 
being entirely consumed in the combustion 
chamber, we find that as the oil goes in with 
the fuel mixture it has time to spread itself 
in a thin film over the walls of the cylinder, 
and also on the valve stems before explosion 
oceurs. Therefore, a small portion of it might 
be burned but the biggest percentage is used 
as a lubricant. 

Your valve trouble on your engines might 
also be caused by too thin a mixture or spark 
too far retarded. We have never found that 
there is any necessity to change the valve 
clearances in a butane engine over a gasoline 
engine.—Ed. . 

td 


Gentlemen: 


We are having trouble with an 
apartment range in a trailer house. 
The top burners go out soon after 
the oven is lit. 

The range is placed in a very close 
corner between the wall and sink. Is 
it possible that it is not getting 
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enough air as there is no ventilation 
behind the range? What would you 
suggest? We tried a new, large regu- 
lator and larger lines with no effect. 
It checks out 11 inches water column 
when every burner is on. 

L.B.S. 


California 


We do not believe the lack of ventilation 
behind the range is the cause of your trouble, 
The oven is probably robbing the top burners 
of the gas flow and this may be due to the 
orifice in the oven burner being larger than 
those for the top burners. If examination 
shows that to be true, equalizing the orifices 
should remedy the trouble. 

Another plan that might possibly solve the 
problem would be to insert a “Y’ in your 
line before it reaches the range, one line lead- 
ing to the top burners and the other to the 
oven.—Ed. 

a 


Gentlemen: 


Please give us the name of a manu- 
facturer or service department that 
can either repair regulators for bu- 
tane and propane or have them send 
us book on repair of same. 

F.S.M. 
New Mexico 

While secondary regulators can be repaired 
in the field when diaphragms, valves and seats 
are at fault, it is usually better to send them 
to the manufacturer who originally made 
them, or to one of his representatives. 

Regulator manufacturers always prefer to 
replace or repair their own regulators. This 
is particularly true if you refer to primary 
regulators.— Ed. 

 d 


Gentlemen: 


We have installed a water heater 
and stove and the customer reports 
that just before the bottle is empty 
they can notice an odor in the house. 
There is an automatic regulator on 
this installation and just as soon as 
the reserve bottle cuts in, the odor 
is no longer noticeable. The line has 
been tested, and we are unable to find 
a leak in the line. 

We have many similar types of in- 
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stallations but this is the only one that 
reports the above claim. Would you 
please advise what we could do to 
remedy this complaint. 

L.A.C. 
Canada 


We believe that the adjustment of your auto- 
matic regulator may be at fault, meaning that 
it may be set too low. Does the pressure at 
appliances drop abnormally when the odor is 
most pronounced ? 

If the pressure has been set too low to 
change over at the point normally intended, 
it would mean that the regulator was not 
switching to the full tank at the proper time 
and the appliance would be receiving the resi- 
due of the gas in the depleted tank which, 
oceasionally, would contain an excess amount 
of odorant and this would be dominating the 
percentage of fuel at the burner. 

Maybe your simplest solution would be to 
try a new automatic regulator on the sys- 
tem.—Ed. 


a 
Gentlemen: 


We have a problem on which we 
would appreciate any assistance you 
can give us. 

We have a prospective customer for 
converting a Farmall model M trac- 
tor from fuel oil to propane gas. This 
person wants to know what the con- 
sumption of propane would be as com- 
pared to fuel oil. He states that he is 
using about 2% gallons of fuel oil per 
hour. 

B.L.C. 
Georgia 

Based upon the Btu value of LP-Gas as 
compared to fuel oil, it would require about 
3% gallons of propane per hour providing 
the engine had the compression ratio raised 
and a cold manifold installed. 

If these two steps have not been taken the 


consumption would be considerably greater. 
—Ed. 


Gentlemen: 


Enclosed is my check for $7 for the 
renewal of a 2-year subscription for 
myself and a Xmas gift subscription 
for 2 yrs. for the enclosed name. 

F.M.H. 
Gentlemen: 


Enclosed please find United States 
postal note in the amount of $9 for 
which I would have you send me a 
copy of the “Handbook Butane-Pro- 
pane Gases” and “The Bottled Gas 
Manual.” 

As I wish to give these to my hus- 
band for an Xmas present, I am 
asking that you mail them to me. 

Mrs. C. 


These are interesting ideas. What better 
Christmas gifts could there be to men in the 
LP-Gas industry ?—Ed. 


Gentlemen: 


Would you recommend that we at- 
tempt to change the burner of hot 
water heater for natural gas or city 
gas for use of propane or bottled gas? 

E.C.S. 
Ohio 


We do not recommend this and suggest that 
you present your problem to the manufacturer 
of your water heater. The conversion can be 
made but differences in burners suggest that 
you discuss this with your manufacturer, as 
stated. . 

As you probably realize, any water heater 
burner for use with liquefied petroleum gas 
must have 100% automatic controls and it is 
probable that your manufacturer can furnish 
you with the proper burner and automatic 
control and thus solve your problem in the 
safest manner.—Ed. . 
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. the front line of the appliance floor, 
where feature-packed traffic builders bring back 
old customers, win new ones—boost goodwill 
—step up sales! 

Look at this range. Smartly styled; deep 
center service table; Chromelite finish burners, 
vari-sized for utmost convenience; Tappan 
Visiminder and Visiguid Open the doors. 
Ultra-efficient, Flexo-speed ovens — Fiberglas 
insulated, and porcelain lined; broilers with 
easily cleaned, smokeless grills. And, above 
all, Wilcolator gas-saver control. 

Set the dial on the control panel to the 
required cooking temperature. Wilcolator takes 
over. At first, full flow of gas is permitted, 
and the exclusive Wilcolator smooth-action, 
“Uniflow” valve, which has greater flow capa- 











Toppen Range, Model W-74 
Showing Wilcolator Control 
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WILCOLATOR 


is on the front line with 


TAPPAN 





Wilcolator 


CONTROL 


city than any other gas range control, affords 
fast pre-heat. Then gas flow is automatically 
regulated with such precision that cooking tem- 
perature is exactly maintained for any period of 
time. No excess gas to cause overheating. 


In addition, Wilcolator is extremely easy to 
service: The oven valve may be regreased or 
the entire thermostat bellows assembly replaced 
without disturbing piping or thermostat. 


When selecting your appliance line, profit 
by putting a Wilcolator-operated range ‘‘out 
front” on your floor. For Wilcolator means 
perfection cooking at a touch of the finger tips, 
and economy too—features that are unsur- 
passed as sales closers when Mrs. Housewife 
goes shopping for a range. 





/ 
; SOME WELL KNOWN GAS RANGES 
USING WILCOLATOR FOR 
PRECISION CONTROL 
Autocrat Kalamazoo 
Coleman Maytag 
Copper-Clad McClary 
Crown Prizer 
Detroit Jewel Real Host 
Enterprise Roper 
Estate Royal Rose 
Garland Tappan 
Grand Universal 
Hardwick Welbilt 
Hart Wincroft 
Western Holly 











Wilcolator 


COMPANY 


Elizabeth, New Jersey 
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COMMENT 





ATION-WIDE publicity for the 
butane-propane industry is defi- 
nitely nearer realization. 

Recently the board of directors of 
the Liquefied Petroleum Gas Assn. 
voted approval and support of such 
a program. Other organizations in- 
vited to back the movement in a co- 
operative effort are: National Butane- 
Propane Assn.; Gas Appliance Manu- 
facturers Assn.; Natural Gasoline 
Assn. of America; and California 
Natural Gasoline Assn., all directly 
identified with the LP-Gas industry. 

This is a formidable combination 
and if ways and means can be worked 
out to unite these important associa- 
tions in a national promotion of the 
merits of LP-Gases, it will do even 
more than promote the interests of 
dealers and distributors and produc- 
ers of gas fuel—it will bring about a 
union of dominant groups within our 
industry which can wield great in- 
fluence in furthering all the worth 
while objectives of what hitherto has 
been an unorganized group of indi- 
vidual operators working at cross 
purposes. 

The movement deserves the encour- 
agement and support of every gas 
dealer in the country. 


Preliminary plans for the promo- 
tional program “include broadside ad- 
vertising and publicity campaigns, 
employe training courses and special 
public relations activities.” 

Under the chairmanship of John C. 
Pankow, the LPGA committee is al- 
ready initiating the first steps. 

Voluntary contributions must be 
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the immediate source of financing the 
plan. 
ey 


Employe training is now looked 
upon as the most important need of 
the LP-Gas industry. 

Proper training of installers of sys- 
tems, servicemen, office help and man- 
agement, itself, will possibly do more 
than any other one thing to build 
good customer relations, and hence 
good public acceptance of our fuel. 

As all employe training must have 
safety as a basis of instruction, the 
training courses should result in im- 
provement upon an already good 
safety record. This will again create 
public acceptance, will reduce insur- 
ance rates and increase profits. 

This was the underlying theme of 
the October convention of the Na- 
tional Butane-Propane Assn. 

It’s good stuff! 

2 


The American Gas Assn. reports a 
major improvement in business con- 
ditions. 

Reversing earlier trends, range 
shipments in August jumped 64% 
over those in July. In figures that 
meant 187,000 range units in August; 
113,900 the previous month. 

This is three times the usual rate 
of increase of August and July. 


To replace hundreds of thousands 
of obsolete ranges with new gas mod- 
els during the “Old Stove Roundup” 
is the objective of the current pro- 
motion campaign of GAMA. Deal- 
ers throughout the nation can capi- 
talize on this intensive campagn and 











take advantage of the advance pub- 
licity. 

Dealers should go after the great 
replacement market for LP-Gas do- 
mestic ranges which exists among 
their own customers, many of whom 
are using ranges more than 10 years 
old. Many new prospects for this 
more modern fuel are also using old 
ranges that could be replaced with 
the improved gas models. 

Reports from the field indicate that 
the “Roundup,” which started Aug. 1, 
will be the most extensive and inte- 
grated sales drive 


now on, barring strike continuances. 


* 

It is reported that approximately 
three-fourths of the nation’s farms 
now have electric service and it is 
believed that this will be increased to 
80% by next year. 

« 

From up in New Brunswick come 
reports of the rapid expansion of the 
LP-Gas industry. Wood heating stoves 
are being replaced by gas and gas 
appliances are replacing coal and oil 

in the kitchens. 





ever undertaken 
by the gas indus- 
try. Nearly 400 
gas utilities, 62 
members of the 
Gas Appliance 
Manufacturers 
Assn., and ap- 
proximately 70,- 
000 gas range 








This is a nat- 
ural result wher- 
ever butane and 
propane are in- 
troduced into new 
areas. Home own- 
ers like our fuel 
and our appli- 
ances. The deal- 
er’s job is to give 








dealers are tak- 
ing part in the drive. 

Dealers will do well to canvass 
their own territories, locate pros- 
pects with old and outmoded ranges, 
and then make a concerted effort to 
move out the old and move in the 
new. 


Of approximately 200 bills refer- 
ring to or affecting LP-Gas opera- 
tions introduced in state legislatures 
in 1949, none was passed that would 
work to the detriment of the indus- 
try, according to a recent report of 
the LPGA legislative committee. 


© 
The mad drive for scrap metal 
seems to be over. 
With scrap iron plentiful, manu- 
facturers should have no trouble in 
keeping up with their orders from 
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them facts and 
make it possible for our rural users 
to have the convenience of city dwell- 
ers. 

Just get there before the electrical 
salesmen, that’s all! 


The electric industry has a tremen- 
dous advantage in one regard. People 
like electric lights. When a power line 
goes through a community and offers 
residents electric light service, elec- 
tric salesmen are sure to capitalize 
upon it. 

That’s why you must work your 
territories early and often. Lighting 
facilities are the only ones that com- 
pete measurably with LP-Gas in home 
use. LP-Gas lights are better than 
electric lights but they are not as 


flexible. 
By Ed. 
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BEYOND THE MAINS 


On the general business picture: 

Business is better than in 1940 and 1941. The New York Times 
Weckly Index of Business Activity has ranged from about 142 to 
154 (against an estimated normal of 100) from January through 
May of 1949. This compares with a lower range of about 100 to 
about 188 during 1940 and 1941. 

In a recent speech, Secretary of Commerce Sawyer said that 
decline in consumer buying power has been small, and during the 
first quarter of 1949 personal incomes of individuals were larger in 
dollars than a year ago. (In other words, if people aren’t buying, 
it’s not because they can’t, but because they’re waiting, and it will 
take the right sales talk to pry them into action.) 

2 


It’s said certain industries have moved away from New England 
due to less expensive labor elsewhere and other factors. Now New 
England is looking to the piping in of natural gas to provide a 
stimulus to industry within the gas mains. Some foresee development 
of a steel industry, with aid of newly discovered ore from Labrador 
and natural gas. 

Watch possibility of related small industry beyond the mains, 
with aid of propane. 

® 

While it’s slow work waking up some Washington authorities 
to the importance of the ten-billion-dollar liquefied petroleum gas 
industry, this isn’t true of all. 

The Bureau of Agricultural Economics recently has seen fit to 
review the situation. One of their own men got interested and 
made a survey. Results are shown in the Bureau’s publication, 
“The Agricultural Situation” in an article by Albert P. Brodell 
entitled “Gas Beyond the City Main,” a concise review of the entire 
industry for the uninitiated. The publication concludes that “it is 
likely that around a fourth of our farmers are using liquefied 
petroleum gases in one or more ways” (leaving the other three- 
fourths as prospects). 

It estimates that in farm homes where LP-Gas is used for 
cooking only, around 90 gallons will be consumed in a year, and 
that for cooking, heating water, and operating a gas refrigerator, 
an average farm home will require around 300 gallons a year. 
Taking all uses into consideration, says the analysis, farmers 
probably will use more than 600 million gallons of LP-Gas in 1949. 

To the credit of this government bureau, it prepared several 
different press releases on this subject, as well as a radio broad- 
cast or two and as a result many citizens who never before knew 
the scope of the industry finally learned about it. 
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A trend worth watching is taking over mortgages from the 
government’s Home Owners Loan Corp. by local banks. This is 
big time stuff. In Brooklyn, N.Y., for instance, the Dime Savings 
Bank has taken over 40,000 mortgages totalling $100,000,000 from 
the HOLC. These properties are located in Brooklyn and in Queens 
and Nassau Counties on Long Island. The same thing is going on 
all over the country. 

Banks are interested in keeping up value and saleability of 
properties on which they hold mortgages, more so perhaps than 
the government. Maybe some enterprising butane-propane men can 
work out deals by which they’ll sell equipment for modern kitchens 
fueled by LP-Gas, to replace antiquated and uneconomical fuels, 
and banks which have just taken over these mortgages will regard 
it as good business to advance the money to home owners whom 
they already have found to be good credit risks, and thereby im- 
prove the value of the property on which they hold mortgages. 
Just a hunch. 

« 

We're indebted to Red Motley, the speaker the North Eastern Dis- 
trict got for their luncheon at the Statler in New York, for the 
incident below, but some of the interpretation is our own. The North 
Eastern people are to be congratulated on a very fine program, and 
everybody who spoke or served on a committee or worked on a pro- 
gram deserves a pat on the back. It’s more fully reported elsewhere 
in this issue. 


it 

Larry Hendel of Hendel Petroleum Co., bulk plant operators in 
Waterford, Conn., with whom we shared a table at the New York 
luncheon, along with Mr. and Mrs. Falk, substantial propane opera- 
tors in central Connecticut, and H. L. Hill of Sumner Propane Gas, 
Ltd., Moncton, New Brunswick, who certainly gets around, and 
Charley Person, advertising director of the American Gas Associa- 
* tion:— 

* Well anyway, Larry Hendel had this to say: 

Here’s an example of really fast service. A customer calls up the 
office of Hendel Petroleum and she’s out of gas. Before this lady can 
finish talking on the phone, Larry’s there with the gas. 

Larry immediately jumps into the truck when he hears their sec- 
retary say, “How do you do, Mrs. Smith,” or whatever the custom- 
er’s name is. 

He walks in on Mrs. Smith, who can’t figure it out, because she 
hasn’t finished the sentence she was just starting on the phone. 

“Who are you and what are you doing here?” asks Mrs. Smith. 

Here’s an example of rapid response to a customer S.O.S.! 

The unanswered question is how long would the ladies have con- 
tinued talking on the phone if Larry hadn’t arrived right then? 


Sa Thin 








BUTANE-PROPANE News 





's 





Builds 20,000 


Customer tmpire 


In 12 Years 


N 1937, A. R. “Fred” Blossman 
was an ex-hardware store clerk 
with a borrowed $1500 and a copy 
of the “Handbook Butane-Propane 
Gases.” In 1949, he is the head of 
a 1% million dollar, nine-office 
butane-propane business with 50 
salesmen, upwards of 130 vehicles, 
and an ultra-modern commercial 
radio network stretching across 
two states. 

The secret? There is none. Fred 
Blossman_ attributes his _ ever- 
climbing, 12-year success to his 
company’s emphasis on real serv- 
ice and to constructive persistent 
selling. Coupled with a sharp pro- 
motional program and a policy of 
frequent personal calls to all of 
the residents in the 25 southern 
Louisiana parishes and 12 Missis- 
sippi counties, the company’s oper- 
ational territory, service has payed 
off—in sales. 
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In addition to the headquarters 
office at Covington, La., the com- 
pany maintains offices in Bogalusa, 
Amite, New Orleans, Pontcha- 
toula, Slidell, Port Sulphur, and 
Lockport, La., and at Polarville, 
Miss. There are associate dealers 
at Franklinton and Kinder, La., 
McComb, Columbia, and _ Brook- 
haven, Miss., and Athens, Tenn. 
In all, the company employs about 
200 persons. 

Most spectacular of the com- 
pany’s recent operations is the 
radio network, comprising five FM 
stations at branch offices and mo- 
bile units in 80 gas delivery and 
service trucks. Installed at a cost 
of $75,000, the network figures to 
pay for itself in customer satisfac- 





By LLOYD FREESE 
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tion and new sales within 
more year. 

“Three trucks do the work of 
four now,” Mr. Blossman reports, 
“and it’s a big sales builder to be 
able to solve a service or supply 
problem within an hour of a cus- 
tomer’s call to his local Blossman 
office.” 

All of the company’s transmit- 
ters have 50-watt power, which 
gives them a broadcasting radius 
of 25 miles. Often, truck opera- 
tors find themselves out of range 
of the office they wish to contact; 
in such cases, messages are relayed 
through closer stations to the one 
desired. 

Receivers and hand-microphones 
are installed under truck dash- 
boards, and transmitters, in 
tamper-proof metal boxes, are 
placed behind truck cabs. “Motor- 
ola” equipment is used throughout 
the network. 


one 


Four-Brother Combination 


Before the war, Fred Blossman 
handled his bustling little LP-Gas 
empire all by himself. Since the 
war, however, he has been joined 
by his three brothers. Together, 
the four head the main depart- 
ments of the company: Sam, the 
former commerce student at 
Tulane, is the accountant; Wood- 
row and Dave, both engineering 
students at Tulane, now handle 
the engineering and sales opera- 
tions, respectively. 

Under Dave Blossman the com- 
pany’s laudable practice of dou- 
bling its business volume each 
year has not lagged. Some 20,000 
customers are a testimonial to the 
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worth of the heads-up promotion 
and advertising programs he has 
instituted and integrated. A. R, 
Blossman, Ine.’s product, “Hydra- 
tane” (“the gas with the blue 
flame’) is put before the public 
through every advertising med‘um 
available. Dave has just wound up 
his “achievement” campaign, show- 
ing how the company has risen s0 
remarkably through its service to 
its customers. Now, direct-mail, 
three-color circulars are proclaim- 
ing to every rural and star route 
boxholder in the territory that: 
“Blossman does it again ... with 
a haymaker punch’—in keeping 
prices down on appliances and gas. 
' The circular has a_ smashing 
boxer’s fist portrayed—thus Dave 
Blossman has designated it as the 
key promotion in a “knockout” 
campaign. The mailing-piece spot- 
lights LP-Gas refrigerators, water 
heaters, and ranges. To draw still 
further interest, there is included 
an illustration of the premiums 
offered to purchasers—silverplate 
coffee services, china, and stain- 
less steel cutting knives. 

The “knockout” theme doesn’t 
stop with the mailer—advertise- 
ments, styled in the same vein are 
printed in 25 Louisiana and 12 
Mississippi newspapers’ weekly, 
and are featured in motion picture 
advertisements displayed regularly 
at 24 theaters. 





Symbolic of “the impossible 

takes a little longer" formula of 

success is the cover of this 

Blossman broadside pictured at 
right. 
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Serviceman Lester "Slim" Loyd calls the Covington office from service truck 
28. Service and repairs on butane installations are speeded up greatly 
through use of Hydatane's mobile radio equipment. 
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Rounding out the use of adver- 
tising media, Dave uses nine 15- 
and 30-minute programs daily, 
over seven different stations. Spot 
announcements are carried twice 
daily over 11 stations. The sta- 
tions and times and lengths of pro- 
grams were not chosen at random. 





Dave Blossman studied carefully 
the results of a listening survey 
made by Louisiana state univer- 
sity. LSU researchers found that 
rural listeners tune in most often 
during three periods: early morn- 
ing, noon, and early evening. In 
addition, the survey showed that 





@® HEADQUARTERS 

@ BRANCH OFFICE 

© ASSOCIATE DEALER 

@ RADIO STATION & BRANCH OFFICE 
{> PROPOSED RADIO STATION 








THE BLOSSMAN FM NETWORK operates on a frequency of 152.15 
MC. Indicated in red is the truck-to-station normal working range of 
25 miles. Broken circles indicate cities where FCC permits to set up 
stations have been applied for—one at Gonzales, site of 

office, and one at McComb, a Blossman associate dealer. 


MATELHURST 
° 


new branch 
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When a truck is outside the 25-mile range, he may contact his station 
by relay through an intervening truck or station. Station antenna masts 


average 130 ft. and ranges, station-to-station, of 65 miles are obtained. 
Flat country in this area contributes to favorable reception. 
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7 
j those rural listeners paid particu- 
,Z8 lar attention to news, farm market 
) reports, and hillbilly and Western 
‘music. A. R. Blossman, Inc., goes 
‘on the air in the early morning, 
“at noon, and during the evening 
7) with news, farm market reports, 
‘and Western and hillbilly music. 
| To Dave Blossman, all this ad- 
 yertising is not a salesman, but a 
| prop for salesmen. “It doesn’t mean 
‘athing unless we are out knocking 
‘on doors every day. Advertising 
serves one purpose—when we men- 
‘tion ‘Hydratane,’ most persons 
[know what we’re talking about,” 
'} Dave points out. 
To the hustling Blossman broth- 
' ers, every person in the big area 
‘is a potential LP-Gas customer. 
*“About 90% of our customers 
come as a result of direct, per- 
sonal gales effort. 
“Our salesmen are not sent out 
to visit three prospects living 20 
miles apart in a single day—this 
would mean hours wasted in: driv- 
ing. Instead, we instruct our men 
to hit every house, farm, and busi- 
ness place on his route. We also 
have a goal of seeing every per- 
son in the area once every 90 
| days,” Mr. Blossman reports. 

















Fifty Salesmen on the Road 


Mute evidence that this policy 
_ Pays off well lies in the fact that 
| A. R. Blossman, Inc., purchased a 
' fleet of 50 new Buick sedans for 
‘its salesmen just a few months 
'ago. They are all out on the road 
“every day—concentrating on sales 
‘of LP-Gas systems, then appli- 
"ances. Salesmen come in _ fot 
‘branch meetings every two weeks, 
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hold a general sales meeting every 
three months. Dave Blossman has 
little faith in such meetings ex- 
cept as a means of acquainting his 
men with new products and the 
advertising program that backs 
them up. 

New salesmen get two weeks 
training—out on the road with an 
old hand, rather than in a train- 
ing class or district. 


Branch Office Set-Up 


Each office is kept autonomous, 
saleswise. A typical branch office 
has a manager, assistant manager, 
secretary, three servicemen, five 
installation men, four gas truck 
drivers, and seven salesmen. Dis- 
play rooms, storage tanks, and 
garages are kept spotless. Each 
branch office has a_ three-room 
apartment on the lot for the man- 
ager—so that emergency calls can 
be answered at any hour. 

Regular, Dave Blossman uses 
prize-giveaways to attract custom- 
ers. Currently each office is hold- 
ing a drawing on a radio. 

The sales promotion program of 
A. R. Blossman, Inc., does not ste; 
in the sales’ department. Woodrow 
Blossman has emphasized the serv- 
ice angle of his engineering opera- 
tion so that it dovetails with 
brother Dave’s advertising story. 
Categorically, Woodrow supervises 
operation, traffic, and safety, and 
training of drivers, installation, 
and servicemen. 

“Our maintenarn@e and operation 
is handled by us—it is ecdnomical 
and convenient to maintain our 
own shops,” Woodrow says. A 
large garage operates at the Cov- 
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THE BLOSSMAN BROTHERS: Winning combination that built one of the 
largest LP-Gas — in the South. Left to right: Sam, the accountant; | 


Fred, promotion and idea man; Dave, the salesman; and (inset) Woodrow, 


the engineer. 
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| ington headquarters, and expert 
| mechanics are retained for all re- 
_ pair jobs on mobile equipment. 

' Inventories of transmissions, 
rear ends—even built-up engines— 
are kept in stock to minimize a 
truck’s inability to stay: on the 
road. The Blossmans save money 
by being able to get a truck in 
and out of their garage in record 
time. Butane, of course, is the 
fuel that runs all of the shop’s 
' power equipment. 

At first, Woodrow Blossma 
conducted training schools for new 


' installation and servicemen. The 


' apprentice system was found to 
function more satisfactorily, how- 
ever, and now new Blossman serv- 
ice employes are trained as are 
the salesmen—by doing, not by 
hearing. Most men trained in this 
manner learn several jobs, but 
soon become specialists in one 
phase. “There is less friction and 


A typical Hydratane branch office lay- 
out. At left is the Ponchatoula office 
and display rooms and at right the 
bulk plant, all facing the highway. 


NOVEMBER — 1949 


better work done that 
Woodrow comments. 

Storage facilities for 900,000 
gallons of ‘“Hydratane” (80:20 
butane-propane in the summer, 
60:40 in the winter), which: are 
kept full by trucks shuttling be- 
tween Texas and Louisiana refin- 
eries and the branch offices, al- 
lowed “Hydratane” prices to stay 
at summer levels even through the 
hard Southern winter of 1947-48. 

Delivery meters and ticket print- 
ers are stock equipment on all 
company’s trucks — this way each 
customer knows to the tenth of a 
gallon how much gas he has re- 
ceived. 

Current expansion of the fac’li- 
ties throughout the branch in- 
cludes the building of truck docks 
and shelters. In the future, the 
trucks from the main Covington 
offices will deliver supplies to the 
branches each morning between 
3 and 9 o’clock. The supplies will 
be placed in the shelters, ready for 
delivery by branch personnel the 
same day. This will eliminate un- 
wieldy inventories at the branch 
offices and insure against large 
stocks at one office while another 
goes wantifig. 

Similarly, a pool of mechanics 
and servicemen will be maintained 
at Covington, on call for rush 
work at any of the branches. 

“Supervising the whole comp!ex 
operation is a real job,” Dave 
says. “Naturally, since he is the 
only non-college man in the fam- 
ily, Fred runs tHf® business.” And 
run it he has, with his ‘brothers 
help, from nothing to a million 
dollars—in just a little more than 
12 years. 


way,” 
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TOP: The Caribou, Maine, store and shop of Al Thomas. 

CENTER: 20 cylinders manifolded together to serve the mess 

house for bomber crews. BOTTOM: The commercial ranges 
used in mess hall kitchen. 
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HE operation of what will be the 
nation’s largest air base, will de- 
pend in part on the use of LP-Gas. 
The $28,000,000 Limestone, Maine, 
army air base, which will be a ma- 
jor station of the USAF’s B-36 


fleet, has contracted for huge 
amounts of propane each week for 
cooking and other operations. 
When the base is completed next 
year, gas sales by Al Thomas, 
Northeastern Supply Co., “Utility 
Gas” dealer of nearby Caribou, will 
total upwards of 1500 100-lb. cyl- 
inders annually. The largest gas 
unit is a 20-cylinder mess _ hall 
hookup that includes six sections 
of the “Garland” 28 series and two 
24-in. “Frialators.” The mess hall 
has a seating capacity of 500. 
LP-Gas will also fire cooking fa- 
cilities in the air base canteen, 
where there will be two restaurant 
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type-Garland 83 ranges, coffee dis- 
pensing equipment, and for inci- 
dental use in the base hospital. 
Mr. Thomas anticipates servicing 
the huge air base about twice week- 
ly when it is in full operation. His 
office is 12 miles from the Lime- 
stone site. Mr. Thomas, a veteran 
in the bottled gas business, has 
operated his gas dealership since 
1934. Starting as a one-man opera- 
tion, he now services an area of 
30 miles around Caribou—deep in 
the heart of Aroostook county’s 
rich potato land and has added a 
complete line of gas-equipment and 
accessories. His present gas volume 
is about 6000 cylinders each year— 
with his new “customer” his total 
will be upwards of 7500 annually. 





By VICTOR A. SCHLICH 
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‘GAS HAS GUT IT 
IN THE GREENHOUSE 


By O. D. HALL 





IQUEFIED petroleum gas and 
wnatural gas are steadily sup- 
planting other fuels in green- 
houses because of their greater 
economy and adaptability to plant 
culture. This opens up an exten- 
sive new market to gas dealers 
throughout the nation, for green- 
houses are located in innumerable 
small communities. 

The requirements are not diffi- 
cult to analyze so salesmen are 
confronted with no complicated 
problems. Also, valuable aid is be- 
ing given to owners of greenhouses 
and nurserymen by manufacturers 
of burners and equipment suitable 


50 


ON i a a ~~, 


for this class of business. Among 
these are the Southern Burner Co., 
Chickasha, Okla., and the Anchor 
Burner Co. of Oklahoma City. 
Mrs. B. E. White is the widow 
of E. White who was joint owner 
of the Southern Burner Co. at the 
time of his death last July. She is 
administering the estate and is in 
full management of the business 
started by Mr. White 26 years ago 
in a small machine shop. Mr. 
White developed a series of gas 
burners and heating units engi- 
neered specifically for use in green- 
houses which are now sold in every 
section of the United States. 
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Among the biggest firms using 
Southern Burner Co. gas burning 
equipment is the Sedan, Kan., 
“Florists and Greenhouse,” owned 
and operated by Jim and Hileen 
Cude. 

“We heard of a somewhat run- 
down florist and greenhouse busi- 
ness which was for sale in Sedan, 
a thriving Kansas town of 1800 
population in the heart of the oil 
and gas producing section, with 
good farm lands all about,” Jim 


said. “The upshot was that we 
bought the plant and moved there 
in September, 1948. We mapped a 
program for enlarging and rebuild- 
ing the greenhouses, cleaning up 
the grounds, and constructing a 
combination residence and floral 
shop facing the highway, locating 
it conveniently between two long 
glassed-in sections of the build- 
ings. 

“When cool weather set in,” con- 
tinued Mr. Cude, “we discovered 
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c HEATERS PROPERLY SPACED IN GREENHOUSE-~UNDER SIDE BENCHES 


Fig. 1. General plan for greenhouse heaters. 
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Fig. 2. Diagram indicates general rules for venting tighter greenhouses where 
LP-Gas or natural gas is utilized. 






WALL OF GREENHOUSE 


1%" oR 2" PIPE AIR INTAKE 


ELBOW TURNED DOWN TO KEEP WATER OUT— 
SCREENED TO KEEP RODENTS OUT 





























Fig. 3. Map used as a basis for estimating heating requirements by Anchor 


Burner 


that the heating system was ineffi- 
cient and that some of the plants 
were beginning to show unnatural 
color, shrivel, and die. 

.“We were then starting our im- 
provement program and were de- 
voting time to getting out bloom- 
ing plants for Decoration Day and 
growing 10,000 flats of vegetable 
plants. When Jan. 15 came along 
with freezing temperatures, we 
realized that something had to be 
done quickly. We drove 240 miles 
from Sedan to the Southern Bur- 
ner plant at Chickasha and, after 
some investigation, ordered 42 au- 
tomatic aluminum unit heaters for 
installation in our indoor growing 
areas and one unit heater for our 
office.” 

Soon after, half of these — 
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enough to meet the needs at that 
time — were delivered. Mr. Cude 
recalled that on the night of Jan. 
22 temperatures dropped to 27° 
below zero. 

“We were then living 20 miles 
from our business and were un- 
able to check on our temperatures, 
but previously had set our controls 
on the heaters to give minimum 
temperatures of 60° at all points 
in the greenhouse. Early next 
morning we rushed to our green- 
house and were delighted to find 
everything in perfect condition. 

“Gas, under these extreme con- 
ditions, had saved the day for 
us and temperatures were just as 
they should be. In spite of the 
fact that this was the opening 
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blast of the most severe winter 
experienced in the Southwest in 
many years, we were at no time 
compelled to employ a watchman, 
nor sit up nights ourselves to 
protect our heavy investment in 
the business.” 

When asked what else makes 
him favor gas, the florist replied: 
“Well, at the end of the season our 
several thousand plants were in 
perfect condition and our costs for 
gas were less than for any other 
fuel I had ever heard of.” 

The florist explained that during 
the coldest month of the winter he 
heated 8000 sq. ft. of space (sec- 
tions of the greenhouse then in 


Unit heater similar to the one in- 
stalled by the Southern Burner Co. in 
the Sedan, Kan., greenhouse. 
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use) for an average of one cent 
per month per square foot. His 
total bill was $86 for the month. 
“During that time, I was adding to 
the buildings and making many 
repairs and improvements; there- 
fore, more heat was required,” 
Mr. Cude said. “I am satisfied that 
under normal winter conditions 
and with tighter glassed-in build- 
ing I could have heated the same 
space with gas for three-quarters 
of a cent per square foot.” 

The gas, supplied by Union Gas 
System, Inc., of Independence, 
Kan., is furnished at a flat rate of 
35 cents per thousand cubic feet. 

When the Sedan florist bought 
his heating units Southern Burner 
installation rules were followed. 
The heaters were placed under the 
benches following the general plan 
as shown in Fig. 1, although di- 
mensions varied. Twelve burners 
were placed to every 2000 sq. ft. 
of floor space, or one to about 166 
sq. ft. by the Sedan firm. 

Because the improvement pro- 
gram under way resulted in plenty 
of fresh air in the greenhouse, 
Mr. Cude did not find it necessary 
to follow the rules of the manu- 
facturer applying to venting and 
fresh air intakes. However, in con- 
nection with tighter greenhouses 
where natural and liquefied gases 
are used, general rules for venting 
are furnished by the manufacturer 
as indicated in Fig. 2. 

Anchor Burner Co., also a manu- 
facturer of a widely used line of 
LP-Gas and natural gas burners, 
does not consider venting neces- 
sary, particularly where its design 
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View of Sedan, Kan., 


greenhouse heated with gas. New buildings at left include 


modern floral shop and owner’s home. 


of burners and heaters are in- 
stalled. If any fumes should escape 
from the burners the baffle plates 
at the top of the unit consume 
them completely, R. B. Feistel, en- 
gineer for the company, says. 
Mr. Feistel also states that his 
company’s burner may be installed 
in gas service lines running under 
greenhouse benches without enclo- 
sure in stoves. However, this is 
done only after a heating enginecr- 
ing survey by the company to de- 
termine the amount of heat loss in 
the particular kind of building. 
Automatic cut-off devices are rec- 
ommended in case LP-Gas is used 
in order to shut off escape of gas 
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if the burner flame should be ex- 
tinguished for any reason. 

If the greenhouse is subject to 
drafts, the installation of metal 
shields on the lines beside the 
burners is recommended by the 
Anchor firm. (For detailed descrip- 
tion of Anchor burners for LP- 
Gas, see BUTANE-PROPANE News, 
May, 1947, Page 110.) 

In estimating heating require- 
ments for installation of green- 
house burners and stoves and for 
other space heating requirements, 
Anchor Burner Co. uses the chart 
in Fig. 3 as a basis for natural, 
mixed, manufactured, and LP- 
Gases, according to Mr. Feistel. 
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for the smaller domestic needs. 





Mr. Woodring draws on a rich background of 
sales experience in the LP-Gas heating field and 
comes up with a study of the market and of costs 
that should prove of interest to every dealer. 

He sees in the heating load the greatest po- 
tential in industry volume and wishes to awaken 
dealers everywhere to their opportunities. He 
thinks more effort should be spent in searching 
out new heating customers than in throwing up 
defenses against the electric boys who contend 














F. K. WOODRING 


There's Profit in Selling 


The Heating Load 


But Watch Your Opercting Costs 


HAT “Most desirable load!” 

What is it? Who knows? There 
has been much guessing, but to date 
has anyone found an LP-Gas deal- 
er or association with a cost sys- 
tem, or study, that will give the 
answer? Almost every dealer has 
his costs figured on his total exist- 
ing load. Few, if any, know or have 
attempted to find out what their 
costs are on the various component 
parts of their load. 

On their operations, some have 
a delivery cost of about 2 cents 
per gallon, or less, on total gas sold 
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per year. For others, that cost is 
two or three times that amount. 
Then again, it is not unusual to find 
a dealer who knows his cost for 
“free service” decidedly exceeds his 
delivery cost. It is easy to see that 
one free service call on a range 
might cost the dealer his entire 
profit on gas sold through that ap- 
pliance for over a year, if used only 





By F. K. WOODRING 


Representative of Reznor Manufacturing 
Co. and Pennsylvania Furnace & Iron Co., 
Clearwater, Fla. 
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This 5-room house in Athens, Ga., uses 
about 600 gals. of LP-Gas per year 
for its furnace. About 70% of this fuel 
is supplied at dealer's option between 
April and September and 30% at 
dealer's option between December and 
March. The tank holds 500 gals. and the 
dealer is Georgia Automatic Gas Co. 


for cooking. If that range is used 
for heating, there will probably be 
expensive extra gas deliveries in 
mid-winter. 

The LP-Gas load has just grown 
like “Topsy.” Unless more informa- 
tion on detailed costs are secured, 
and sales programs built accord- 
ingly, many LP-Gas dealers are go- 
ing to get their investment and op- 
erating costs so high that they will 
not be able to compete with the 
new dealers who move into their 
territories and take selective loads. 

What are these costs in interest, 
depreciation, taxes and insurance 
on the dealer’s investment, per gal- 
lon or some other unit, as sold to 
various loads? In such a break- 
down, to units sold to various types 
of loads, there will be a variation 
of several hundred percent. The 
same is true for their operating ex- 
penses. 

If the various LP-Gas associa- 
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tions wish to help their members, 
here are subjects worth much more 
discussion than the hours spent on 
“electric competition” which, after 
all, to the tank gas industry in most 
localities, is only worthy of Don 
Quixote’s time. 

Bottled gas is a comparatively 
old business, financially most suc- 
cessful in locations where it can 
be sold at high rates, and is not 
called on for heating. It was unable 
to, and never would have developed, 
a major market for LP-Gas fuel. 
This was done when a page was 
taken from the fuel oil man’s book 
by the tank gas man, and large 
storage with the customer became 
common practice. This reduced both 
investment and operating costs per 
gallon sold all the way from the 
refinery to the delivery by the 
dealer. 


Price Reduction Increased Uses 


Much of the reduction in costs 
was passed on to the customers. 
The result was that the customers 
accepted other uses for this most 
convenient fuel. They found it very 
economical for use with their auto- 
matic water heaters, refrigerators 
and properly designed heating 
equipment. 

If users do not have modern heat- 
ing systems in their homes, on every 
cool day their ranges are used as 
heaters. In that way the range con- 
sumes more fuel in a few days, as 
a heater, than it would use for 
cooking in months. Thus, the small 
container, considered ample for 
cooking, must be frequently re- 
filled or changed in cold weather, 
requiring the LP-Gas dealer to 
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make an excessive investment in 
bulk station fuel inventory, as well 
as creating high costs for him on 
such deliveries. 

This usually upsets all plans and 
schedules of that dealer, as for a 
kitchen load smaller containers are 
the usual practice. So the dealer 
probably has to sell much fuel at a 
loss and has little idea how un- 
profitable it really is. 

In looking for that answer, the 
dealer can consider extra truck 
mileage, extra time for his men, 
extra investment in a larger cap- 
acity bulk plant, extra fuel inven- 
tory which he is holding for such 
customers, plus all the many other 
detail expenses involved. 

At best the range is a very poor 
heater. It is unvented, thus releas- 
ing much moisture and CO: into 
the home. All air used for combus- 
tion is taken from the space heated, 
without inducing infiltration, thus 
reducing the oxygen content of the 
air in the home and endangering 
the health of the occupants. It cre- 
ates cleaning and redecorating bills 
by reason of carbonizing all dust in 
the air used for combustion or com- 
ing into contact with the open 
flames. 

The fact that the customer uses 
his range for heating, indicates 
that he wants to use LP-Gas for 
heating and should be a very. good 
prospect for a heating system in 
keeping with his home. This might 
be a completely automatic, forced 
air circulator or a complete hot 
water or warm air central heating 
system. Any such suggested heating 
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equipment would justify the in- 
stallation of a container large 
enough at least to carry the load 
over the most severe two month 
period. 

With ample storage and reason- 
able management, a heating load is 
very desirable. Except for his fuel 
cost, all other costs to the dealer, 
serving such a load, are exception- 
ally low per unit sold. 

Reasonable management would 
mean a summer gas sales campaign. 
When the dealer wants to sell an 
appliance before the prospect is 
ready to buy, he employs a sales- 
man to do that job. If he wants to 
sell gas in- July or August to be 
used in December and January, the 


This home at Crescent Beach, S. C. 
contains a 25-ft. by 40-ft. playroom, 
living room, dining room, kitchen, 5 
bedrooms and 5 baths, all heated by 
convectors supplied with hot water from 
boiler. Carolina Butane Gas Co. furn- 
ishes fuel through a 1000-gal. tank. The 
customer uses between 900 and 1000 
gals. of butane per year, with 80% 
supplied at dealer's option between 
April and September and 20% sup- 
plied at dealer's option between De- 
cember and March, Thus this customer 
requires only two fills a year and takes 
80% of the total fuel in the summer. 























This shows the 1%4-in. take-off and return between a hot water heating boiler and the 
automatic distributor. Also the %-in. copper tube between the distributor and convector. 
This is a hot water heating installation any LP-Gas serviceman can make. 


logical answer is to use salesmen. 
A commission to the salesman will 
sell much more gas than a similar 
amount offered as a discount to the 
customer, especially if that gas is 
sold on six monthly payments. 

As a working example, we will 
use a home at 640 Sunset Drive in 
Athens, Ga. Early in 1947 this 
home was purchased equipped with 
an electric kitchen and heat fur- 
nished by an oil-fired circulator in 
a center hall. Naturally, with such 
a heating installation the cleaning 
and redecorating costs or deprecia- 
tion to the home would far exceed 
the cost of gas heating. 

A furnace replaced the oil-fired 
circulator. To eliminate any induced 
infiltration of outside air and to 


reduce heat lost by heated air be- 
ing used for combustion, a tight 
closet was built around the furnace. 
Air for combustion and draft di- 
verter was then taken from under 
the house through a 6” x 10” open- 
ing in the floor. 

To serve this furnace, the Georgia 
Automatic Gas Co. installed a 500- 
gallon tank, with 380 gallons of 
LP-Gas before the heating season 
in 1947. Early in February it was 
seen that more fuel would be needed 
to carry the customer through the 
season. Being a large tank, no 
emergency existed, and on the next 
trip of a fill truck to that neighbor- 
hood, 300 gallons of fuel were 
added, which more than carried 
the customer through the season. 
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Before the following September, 
this customer’s tank was again 
filled, and again carried the cus- 
tomer through the heating season. 

Thus a customer, although using 
heat exclusively, from a reasonably 
sized’ tank, can provide about the 
lowest operating and investment 
costs per gallon of any customer 
the average gas dealer can find. 

This customer relieved the re- 
finery of more fuel in the summer 
months than in the winter. The 
dealer’s bulk plant and fuel inven- 
tory were taxed very little to serve 
this customer, as even the winter 
delivery could be made at the deal- 
er’s option over a 30-day period. 
Thus to serve this customer, the 
dealer’s ratio of investment to the 
amount of gas sold is very low. 
Likewise this customer helped the 
dealer to increase the load factor 
on his delivery service and equip- 
ment. 

The average LP-Gas fuel dealer 
is in a trying time. He has just 
grown without regard to detailed 
costs, present or future. He has 
been sold on the idea that his busi- 
ness is a first cousin to the manu- 
factured gas business and that his 
competition is electric service. 

The LP-Gas dealer is seldom a 
utility selling service. He is selling 
a commodity the same as the fuel 
oil man, and it is time for him to 
look for his larger and more profit- 
able opportunities exactly where the 
prosperous fuel oil dealer has found 
his. Any LP-Gas fuel dealer, who 
doubts this statement, should secure 
a copy of the September issue of 
“Fuel Oil and Oil Heat.” He will 
find on the front cover a picture of 
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an LP-Gas fuel plant. He can also 
read a most interesting and in- 
structive article by A. E. Coburn 
on why fuel oil dealers should go 
into the LP-Gas fuel business. 

In most localities the same fuel 
man is able to complete the sheet 
metal work required for a furnace. 
The gas dealer has men who are 
experts at installing copper tubes. 
With a pair of “automatic distri- 
bution” and 14” tubes, between a 
boiler and each convector, his men 
can install a hot water heating job. 
By using a balancing valve in each 
return tube and a high head circu- 
lator, any man who can estimate 
heat loss should be able to design 
such a hot water heating system. 

For residential heating, LP-Gas 
has more advantages over oil than 
oil ever had over coal or wood. It 
is cleaner, more convenient and 
practically trouble-free. In many 
sections it is also more economical, 
when cleaning, redecorating, longer 
life of equipment and cost of service 
calls are considered. Incidentally, 
on Page 62 of the September issue 
of “Fuel Oil and Oil Heat,” you 
can find a list of causes for service 
calls made on oil fired jobs. Check 
this and note the large number 
which would have been eliminated 
if LP-Gas had been the fuel. 

With an AGA label on his ap- 
pliance, the gas salesman can show 
his customer a guarantee, by a dis- 
interested commercial laboratory, 
not only as to the Btu input, but 
also as a guaranteed Btu output. 
After all, it is only the output that 
is useful to the customer. 


Thus this industry has a fact to 
sell against its competitor’s guess. 
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THERE IS A GREAT POTENTIAL 
market for butane-propane gases in 
foreign countries. South America ap- 
pears to be one of the most fertile 
fields—ready now, and anxious to 
avail itself of this convenient, all- 
purpose fuel and utilization equipment. 

Several American firms have already 
made important connections with out- 
lets in various South American local- 
ities. It is a pioneering movement, and 
has all of the allure and opportunity 
for success that accompany venture- 
some effort. 

Here is a story of what a Louisiana 
distributor is doing to supply a portion 
of the rich, undeveloped market to 
the south.—Editor. 


Undeveloped Markets 
Lie to the South! 
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NEW and better way of liv- 

ing in many foreign lands 
was symbolized by the opening re- 
cently of General Gas Corp.’s ex- 
port office in New Orleans’ famed 
International Trade Mart. The of- 
fice will handle an expanding ex- 
port business in liquefied petrole- 
um gases and related appliances 
and equipment. Home offices of the 
company are at Baton Rouge, La. 
“We began exporting LP-Gases, 





appliances and equipment some 
time ago and the business has 
grown by leaps and bounds,” ex- 
plained C. W. Guy, vice president. 
“Opening this office is an impor- 
tant step in serving our present 
customers and reaching out all 
over the world to serve new cus- 
tomers and bring them the bene- 
fits of LP-Gas.” 

Behind the attractive, modern 
display room in the air conditioned 
Trade Mart is one of the most un- 
usual shipping operations in the 
history of the Port of New Or- 
leans. 

Normally when you think of liq- 
uefied petroleum gas to be shipped 
at sea, you think of tankers carry- 
ing the liquid cargo. This is not 
true in the present case. As yet 
there is not enough storage capaci- 
ty in Latin American countries to 
warrant the-use of tankers. 

Butane and propane are pumped 
into relatively small, approved, 
storage vessels, and transported as 
deck cargo on ships. 

























TOP: As a double check for accuracy of 
loading each large vessel, and to insure 
complete filling of each one, a General 
Gas inspector meter measures the flow into 
each vessel. The printed meter tickets are 
then matched with the vessel at the time 
a second check, a weight check, is made. 


BELOW: A close-up view of the weight 
check of a 500-gal. tank. This double 
check absolutely assures that no vessels 
will be shipped empty. 





When the ship docks at the des- 
tination port, the LP-Gas_ is 
pumped into the buyer’s contain- 
ers, and the transport storage ves- 
sels are shipped, empty, back to 
the home port to be refilled. 

This involved operation fre- 
quently caused mix-ups in storage 
vessels in the past. Because of 
these mix-ups, empty containers 
would sometimes be loaded with 
the full containers, with the result 
that the buyer wound up paying 
shipping charges only to receive an 
empty storage vessel. 

This confusion was quickly elim- 
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inated by General Gas Corp. when 
their Westwego, La., plant began 
filling its first load of storage ves- 
gels. Each cylinder is  weight- 
checked before shipment to verify 
a full load. A double check is used 
in filling and shipping 500-gallon 
vessels. A printed meter check is 
made on the gallonage entering 
each container, and then a weight 
check is made. The meter tickets 
are matched with the vessels be- 
fore shipment as a final check. 

Huge bulk storage tanks for bu- 
tane and propane are included in 
the Westwego layout, with mixer 
tanks as an intermediary step. By 
use of the mixer tanks, General 
Gas can deliver normal butane, 
commercial propane, or any de- 
sired mixture of the two to meet 
the buyer’s specifications. 

In a 24-hour period 500 300-lb. 
(50-gallon) cylinders or 900 100-Ib. 
(25-gallon) cylinders can be serv- 
iced, filled and checked. Simultane- 
ously, other loading facilities in 


Opposite page 
and left: 
A view of the load- 
ing facilities at the 
large General Gas 
Westwego-New Or- 
leans bulk filling sta- 
tion. 
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Cc. W. GUY 


LEO FRANQUES, Jr. 


the plant can fill and check 48 500- 
gallon storage tanks in a 24-hour 
period. The plant is equipped 
throughout with lights for day and 
night operations. 

After filling and final checks, the 
cylinders and tanks are drayed to 
shipside wharfs where loading is 
done with regular hook hoists. 

The rapid delivery possible with 
the General Gas handling system 
is pointed up by use of fast, large 
vessels such as the “Del Sud” and 
sister ships of Delta Lines. In the 
case of these large, modern ships 
and smaller vessels, the LP - Gas 
containers are deck cargo when 
filled. 

The products and services of- 
fered by General Gas Corp. include 
a complete “package” in the LP- 
Gas field. Ranges of all sizes, space 
heaters, hot water heaters, refrig- 
erators, and all necessary equip- 
ment and supplies are available 
through the one source. 

Leo Franques, Jr., manager of 
the new export office, has stressed 
the geographical advantages of the 
company for export purposes. He 
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Part of the bulk storage facilities 

at the General Gas Westwego-New 

Orleans bulk filling plant. The tank 

in the foreground is for bulk stor- 

age of butane. The tank in the 

rear is one of the propane storage 
tanks. 


Empty 500-gal. storage vessels be- 

ing removed from the hold of the 

“Del Sud” at the port of New 
Orleans. 


Shown above are the mixing tanks 

at the Westwego-New Orleans bulk 

filling plant. By use of this facility, 

General Gas is able to deliver bu- 

tane, commercial propane, or any 

mixture of the two desired by the 
customer, 


Empty 50-gal. cylinders on dray 

truck headed for General Gas West- 

wego-New Orleans bulk filling 
plant. 
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points out that General Gas is lo- 
eated near the mouth of the Mis- 
sissippi river, providing cheap wa- 
# ter transportation from feeder fac- 
™ tories throughout the Valley direct 
' to ships loading for foreign ports. 
He also cited the advantages of the 
Port of New Orleans for handling 
foreign shipments. 


Maybe Town Plants, Too 


- “We are receiving inquiries 
from cities and towns in Latin 
America who are planning to use 
LP-Gas for the central community 
supply of fuel, as well as from 
users,” states Mr. 
“Our engineering de- 
- partment is glad to work out de- 
1e tails for any such projects and put 
them in touch with dealers who 
can handle their needs at the site.” 
“It makes good sense to us to 
set up our export office in the ma- 
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Y, Franques. 
‘ 


y jor trading center of this part of 
‘ the hemisphere,” added Mr. Guy. 
“Translators, bi-lingual secreta- 


ries, and other valuable working 

aids are on hand to help sell the 

concentration of foreign buyers 
who visit the Trade Mart.” 
















1 Second Propane Company 
' Establishes in New Brunswick 


New Brunswick’s second propane 
s plant will get under construc- 
ion soon at East Saint John, where 
e Saint John Propane Gas Co., Ltd., 
has been formed. The new company 
| will supply Saint John—New Bruns- 
| wick’s largest city—with propane gas 
for cooking, water heating and other 
domestic and commercial uses. The 
first New Brunswick plant for sup- 
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plying propane gas is being built at 
Moncton, N.B., by the Sumner Pro- 
pane Gas, Ltd., at a cost of $100,000. 

Buildings will be constructed at 
the East Saint John site and storage 
tanks and gas cylinder equipment 
will be installed to bottle the liquid 
fuel, which will supply gas to those 
living outside the city gas mains. 
Heretofore, all cooking and heating 
gas in Saint John has been supplied 
by the gas department of the New 
Brunswick Power Co. 

Keith M. Wilson is president of the 
new company and the vice president 
is George T. Urquhart. H. R. West- 
over, for 20 years commercial mana- 
ger of the New Brunswick Power Co., 
is also joining the company. 


Plans Dealer Set-up 


The gas will be bottled from large 
storage tanks and will be made avail- 
able to thousands of users in the 
city and vicinity and throughout the 
southern part of New Brunswick. A 
dealer organization will be set up to 
distribute the new preduct to as many 
urban and rural users as_ possible. 
There will also be made available, to 
both domestic and commercial users, 
the latest up-to-date propane gas 
equipment. 

The gas will be supplied to ordi- 
nary users in two steel cylinders, 
which will be located outside the 
homes and piped to the stoves or 
heaters in the customary manner. 
When one cylinder is empty, the unit 
can be switched to the second one, 
while the first is replaced by a filled 
cylinder, by a specially trained serv- 
iceman. Company officials have esti- 
mated that at least 90% of the gas 
ranges now in use in Saint John can 
be converted to use for propane gas. 
Refrigeration and lighting are men- 
tioned as potential uses of the new 
liquid fuel. 
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straight-from-the-shoulder 
Aanaiysis of ills within the 
LP-Gas industry and a no less 
forceful enumeration of them 
to distributors who attended 
the National Butane - Propane 
Assn. convention in St. Louis, 
Sept. 19-20, was given by Lee 
Brand, vice president of the 
Empire Stove Co., Belleville, Ill. 

Mr. Brand thinks he knows 
where lie some of the dealers’ 
problems and certainly he is in 
a position to know, for no one 
has traveled the country more 
than he in his efforts to become 
acquainted with industry prob- 
lems. 

The urgent need today, Mr. 
Brand says, is employe training 
and industry publicity that will 
add up to better internal rela- 
tions among dealers and their 
employes and a better under- 
standing of the product by the 
public. The accompanying paper 
tells his story. 





By LEE A. BRAND 


Vice President, Empire Stove Co., 
Belleville, Illinois 





Intensive Employe Training 
Is One Key to Better Selling 





LEE BRAND 


HAVE a message for you which, 

if heeded, should benefit this in- 
dustry as a whole and individual 
distributors, as well. 

The first part of the assigned 
subject, “Competition Within,” 
might indicate that we will talk 
about competition within your own 
industry, between those of you en- 
gaged in the same kind of business 
and with the same common goal. 
Just to prevent your being disap- 
pointed, we will dwell briefly upon 
this subject. 

We have a wide acquaintance 
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among butane and propane dis- 
tributors and dealers, and although 
we have heard one condemn an- 
other, for poor business practices, 
we found very few cases where 
difference of opinion could not be 
satisfactorily adjusted over the 
conference table. Yes, we know 
many of you have heard one bu- 
tane or propane man say about 
another, “He sells gas too cheap. 
He sells his appliances too cheap.” 
Usually, in such cases, one of the 
two goes out of business. Either 
the one selling too cheap is making 
insufficient profit to pay his bills, 
and consequently is forced to close 
shop and quit, or the fellow com- 
plaining about his competitor sell- 
ing too cheap is selling his services 
for too much to be competitive and 
is forced out of business as a 
result. 


Business Requires Study 


Your business is no different 
from any other. It requires con- 
stant study of new and cheaper 
methods of doing business, and a 
constant surveillance of overhead 
and operating costs to provide 
your service at the cheapest pos- 
sible profitable price to your pros- 
pective and present customers. 

If you are on your toes, you will 
have little need, or as a matter of 
fact, little time to complain about 
the other gas man. If the other 
gas man uses modern business 
methods and practices good busi- 
hess management, his prices for 
services will be so very near yours 
that you will have nothing about 
which to complain. If he does not 
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use these methods, then he will 
automatically remove himself from 
the scene. 

As we see it, the other gas man 
is the least of your worries. There 
is plenty of room for both you and 
him in almost any community. We 
see him not as a competitor, but 
as a powerful ally, and one whom 
you should enlist to help fight a 
far more powerful competitor 
which we will discuss while cover- 
ing the second part of our as- 
signed subject, “Competition With- 
out.” 


What Causes Inside Competition 


Competition within, we believe, 
is caused by, first and foremost: 


Your failure to properly train your 
employes to provide better service to 
your customers and to constantly 
strive to improve this service. 

Second, and just as important: 

Your failure to train your em- 
ployes to properly sell your services. 

Third: 

Your failure to recognize new meth- 
ods of improving and expanding your 
business. 

Fourth: 

Your desire to expand and become 
big and powerful over night without 
recognizing the thought, sweat and 
hard work needed to develop large 
businesses. All of us want to be 
powerful and the biggest in our field. 
Few of us, however, accomplish this 
because we are unwilling to work 
hard enough. 


How many of you have conducted 
service training schools where you 
explain the characteristics of gas, 
proper methods of handling, the 
proper safety measures, proper appli- 
ance installation methods, proper ap- 
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liance adjustment and the origin of 
butane and propane gases, to not 
only your servicemen, but to your 
salesmen, your office workers, yes, 
even to your janitor? 

How many have conducted sales 
training schools in which all your 
employes are instructed on the bene- 
fits present customers are getting 
and prospective customers will get 
by using your service? How many of 
you have familiarized all your em- 
ployes with the gas range by having 
each and every one actually cook 
food, or with a heating or water heat- 
ing appliance by having them ectu- 
ally light and put the appliance in 
operation? Why, we even know of 
an owner of a butane gas company 
who does not know how to iight 
an automatic heating appliance and 
who even bragged about not knowing 
how to do it! 


Expand Present Customer Use 


How many of you have explored 
every possibility of expanding gas 
use by present customers without too 
much of a cash expenditure? Sume 
of the more successful butane-pro- 
pane men are doing just this. 

-Three years ago I told you about 
many butane-propane dealers inves- 
tigating the use of gas for home 
heating. Unfortunately, much of this 
fell on deaf ears. But some of the 
larger and more successful compa- 
nies have launched large campaigns 
for gas heating business. 

Suburban Gas, Inc., of New Jersey; 
Virginia Bottled Gas of Richmond, 
Va.; the Atlantic States Gas Co., of 
Pennsylvania and New York; the 
Protane Corp., of Erie, Pa.; and the 
Pyrofax Division of Carbide and Car- 
bon Chemicals Co. are just a few that 
have or, we understand, will announce 
aggressive campaigns for heating 
load this year. 
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Better still, let’s go farther north 
to the New England states, where 
very nearly every butane-propane dis- 
tributor for the past three years has 
been actively promoting butane and 
propane gas for home heating, and 
who, according to them, have enjoyed 
substantial profits as a result. Or, 
let’s go to Montana, where the George 
Steele Co., of Butte and Billings, has 
enjoyed a tremendous amount of 
extra business for several years 
through the use of butane and pro- 
pane for home heating. 

How many of you have inaugurated 
campaigns to sell added or additional 
appliances into customers’ homes? 
We believe every customer you have 
should cook, refrigerate, heat water 
and heat their home with your gas. 

You are your competition within. 
Failure to recognize the necessary 
fundamental principles to a success- 
ful operation of your business may 
cause you to stand still or even fail. 
These have been harsh words, but 
they were necessary to make you 
recognize the need to set your house 
in order to meet the competition with- 
out. 


Keep Employes Informed 


This competition without cannot be 
met unless each and every employe 
of your company is thoroughly con- 
versant with all phases of your busi- 
ness. 

It is unfortunate that your competi- 
tors, the electric man, the coal! man 
and the oil man are unified to the 
extent that they present a solid front 
in competitive action against you. 
Pick up any national magazine, al- 
most any local newspaper, and observe 
the tremendous amount of advertis- 
ing being done by all three of these 
industries. Then, at the same time, 
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observe the lack of butane-propane 
gas advertising. 

All three of the other industries 
have national as well as local train- 
ing programs for employes. To em- 
phasize how far they go with these 
programs, let me cite a happening in 
my home recently. An old friend of 
ours visited our home and brought 
along her 18-year-old daughter. While 
Mrs. Brand and the mother were 
busy in another part of the house I 
engaged the young lady in conversa- 
tion in the living room. 

Much to my surprise, I found that 
she had left high school, taken a brsi- 
ness course, and was now employed 
as a typist by the local power ecm- 
pany. Gentlemen, I sat there for 15 
minutes and listened to the best and 
most convincing sales talk on the 
benefits of electricity for home use, 
including cooking, refrigeration and 
water heating I have ever heard! 


All Clerks Know Electric Story 


I asked her, “Helen, where did you 
learn all this stuff?” She told me 
that before being assigned to her job 
as a typist she was required to at- 
tend school for an entire week to 
learn about the product her employer 
was serving. Just imagine this, a 
typist employed only two months 
with a veteran’s sales story. Why, 
the electric industry even goes so far 
as to train through various ways, 
employes’ families to promote the 
sale of their service. In the tap 
rooms, at bridge parties, at church 
socials, in friends’ homes, yes, every- 
where, you will hear the electric em- 
ploye, or a member of his family, 
expounding the fine service rendered 
by the electric industry. 

Look around and listen. Do you 
see or hear any butane-propane gas 
employe going out of his way to sell 
your product? This is not because 
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they are unhappy in their jobs; this 
is not because they are underpaid; 
this is because you have not given 
them the proper training to enable 
them to intelligently present your 
story. 

As a rule, we employ a service- 
man, not paying too much attention 
to the type and appearance, just so 
long as he has a strong back and can 
use a wrench and a screw driver. We 
then turn him over to a supposedly 
more experienced serviceman for 
training. After a couple of days we 
give them a pat on the back, a truck, 
and turn them loose to contact our 
customers. 


Use Care in Employe Selection 


Or perhaps we employ office work- 
ers, concerned only with their ability 
to use a typewriter, file and keep 
books. No thought is given to per- 
sonality and ability to meet the 
public, and in most cases we consider 
it too much work and too expensive 
to take the time to teach them all 
phases of our business. 

Or, it may be that we employ a 
salesman, and because he has sold 
insurance, candy, beer or some other 
commodity, class him as a good sales- 
man, give him a sales book, an order 
book and a list of prospects, and say, 
“Now go out and get orders.” Sounds 
terrible, doesn’t it? But you know 
that it is true and that it is happen- 
ing every day. 

Yes, the electric boys are united to 
stop you, the butane-propane gas 
man. They are a worth while adver- 
sary and one that needs a lot of im- 
mediate attention. They are more 
dangerous because they are hitting 
below the belt. 

Last October, one of the Southern 
Electric cooperative newspapers car- 
ried a front page story head-lined 
with “30,000 People Killed by Gas.” 
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This article did not say what kind of 
gas, or over what period of time 
these deaths occurred. This matter 
was brought to the attention of the 
Federal Trade Commission, and a re- 
traction was printed on the next to 
the back page of the paper without 
any headlines, one inch by one col- 
umn size, while the original story 
was a front page story, a full col- 
umn and one-half in size. The harm 
was done. 


Booklet Pictures Battle 


Recently a power company in 
Michigan put out, we understand, 
25,000 very expensive booklets in the 
hands of 25,000 rural customers in 
which they openly state that LP-Gas 
is dangerous, expensive, and an in- 
secure service, The title of this book- 
let is “Reddy Kilowatt versus LP- 
Gas.”* The illustrations are charac- 
ters showing Reddy Kilowatt with a 
pair of boxing gloves standing over 
another character lying on the floor 
representing LP-Gas, who has been 
knocked out. It is our understand:ng 
this same booklet is being widely 
used throughout the entire country. 

Is their campaign working? Well, 
let’s look at what “Rural Marketing” 
says in its September, 1949, issue. I 
quote: 


“Electricity is being used in 91 dif- 
ferent ways in 5300 farms belonging 
to the Corn Belt Electric Cooperative, 
1. headquarters at Bloomington, 
Ul. 

“The most commonly used appli- 
ances and equipment are washing 
machines, water systems, vacuum 
cleaners, radios, toasters, small mo- 
tors, irons, poultry brooders and 


*—See October issue Butane-Propane News, 
Page 38. 
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clocks. Also, far up on the list are 
drills, house fans, food mixers, heat- 
ers, heating pads, ranges, tool grind- 
ers, waffle irons and water heaters. 

“A recent survey made by the co- 
op showed that 25% of the members 
definitely plan to buy poultry brood- 
ers and coffee makers this year. 
Other items appearing prominently on 
the budget were drills, food mixers, 
small motors, ranges, refrigerators, 
freezers, lights for poultry house, au- 
tomatic water heaters, welders and 
water systems. 

“More than 21% said they owned 
coffee makers, about 25% more said 
they plan to buy them this year. An 
additional 15% said they hope to pur- 
chase this item in the near future. 
Ownership of refrigerators and freez- 
ers was reported by 25% with 6% 
planning to buy this year, and 14% 
more having freezers listed for the 
near future. 

“Although only 1/10th of 1% own 
dish washers, 44%2% said they would 
buy one this year, or were thinking 
about getting one when possible. 


Comparison of 1945 and 1949 


“A comparison of the 1949 survey 
with one made in 1945, shows that 
ownership of coffee makers rose from 
15.6% to 21.5%. Dairy water heaters 
from 2.7% to 11%. Electric fence 
from .02% to 37.5%. House fans from 
31.8% to 46.5%. Food mixers from 
18.9% to 41%. Heaters from 4.6% to 
30.5%. Heating pads from 26.6% to 
44.5%. Ranges from 18% to 36%. 
Toasters from 4.73% to 78.5%. Water 
heaters from 4.7% to 27%. Pressure 
water systems from 40% to 54%. 

“These percentages are something 
of an understatement. Since member- 
ship in the co-op increased from 4200 
to 5300 in the four year period. 

“In 1945 the average kilowatt hours 
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used per member was 1379. By 1948, 
this had increased to an average of 
2251 kilowatt hours.” 

This is just one electric co-op. 
Multiply it by hundreds and you can 
readily see what is happening. 

Or, better still, let’s take a look 
at the records of range sales for 
1948. The ratio of range sales in 
1947 was 4 to 1 in favor of gas. In 
1948 this ratio had dropped to ap- 
proximately 1.8 to 1 in favor of gas. 
We do not have current figures on 
1949, but we are given to understand 
that our position is not much better 
than that of 1948. 


Co-ops and Power Dams Rising 


Let us not forget that we are 
faced with one of the most serious 
problems ever confronting an_ in- 
dustry. Hundreds of power dams are 
proposed, or are being built. These 
projects are both privately owned 
and government owned. In every 
rural community in the country, new 
electric co-ops are springing up. 

As you know, these are all financed 
by the government and as a result, 
present a very definite problem to 
us, because the amortizaton of R.E. 
costs is based upon a large percent- 
age of the electric energy being used 
for water heating, cooking and re- 
frigeration. 

R.E.A. authorities, as well as the 
co-ops, are exerting every effort to 
promote the use of electricity for 
these three household uses, which 
are today being served by your 
butane-propane gas. These authori- 
ties realize that the entire financial 
structure of R.E.A. is dependent on 
the sale of electric energy far be- 
yond that quantity required for 
lighting the home. 

It has not been our intention to 
paint the darkest possible picture 
for you; rather, it has been our 
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intention to present down-to-earth, 
cold facets, in an effort to bring this 
butane-propane industry to realize 
the necessity for a coordinated, uni- 
fied effort to fight a common enemy, 


Several Solutions to Problems 


Is there a solution to this prob- 
lem? We believe there is. First, 
we believe butane-propane men 
should quit fighting each other. We 
believe you should quit condemning 
the other fellow because you think 
he is doing more business than you, 
Maybe it is a good idea to study his 
business methods and profit there- 
from. 

Second, we believe your national 
association should study the _ possi- 
bility of making: available to you, 
plans for local advertising on a local 
plane. By this we mean actual lay- 
outs and actual copy to _ perhaps 
mat service, to advertise and pro- 
mote the sale of your _ product 
locally. 

Third, we believe you should im- 
mediately inaugurate extensive train- 
ing schools for all employes with 
competent instructors. Also, all new 
employes should’ be _ thoroughly 
trained before assuming their duties. 

Fourth, we believe a more vigor- 
ous advertising campaign should be 
waged locally by individual LP-Gas 
companies, even if it means increas- 
ing the cost of your service to pro- 
vide budgets for this service. Such 
advertising should be in the form of 
direct mail, radio, and newspaper. 

Keep in mind, your competitors 
have large national associations with 
huge sums of money appropriated 
for advertising. To offset this, each 
and every LP-Gas company must 
carry the butane-propane message 
locally. 

The day of setting up shop end 
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waiting for customers is over. We 
are back in a competitive market, 
and we must carry our story to as 
many prospective buyers as possible. 
Failure to do this will mean we do 
not get our share of the public dol- 
la. Your advertising must be of a 
professional nature designed to en- 
tice the buying public to spend for 
your service rather than for a new 
automobile, a new fur coat, a dia- 
mond ring, or what have you. 


Yes, you must expand your activi- 
ties to sell gas for more uses than 
just cooking. Sell it for refrigera- 
tion, water heating, home heating, 
chicken brooders, to run irrigation 
pumps, to run water pumps, to run 
farm tractors, to heat dairy barns, 
to heat stock water, yes, even to 
make coffee and to toast bread. Close 
as many avenues to your competitor 
as possible. He will then have less 
chance of taking your cooking load. 


Fifth, you must recognize the 
strength of your opponent. You must 
keep your ears to the ground to 
learn your competitor’s every move. 
You must offset his every move. 
You must realize your competitors 
are not playing the game fairly, and 
you must, as a result, be constantly 
on the alert to tell the public the 
truth about your product, and to call 
to their attention the falsehoods of 
your competitors. 


Hard Work Necessary 


Another thing, you did not build 
your business by sitting in a chair. 
You can’t keep it that way. You 
must work harder than ever before. 
You can’t delay. You must do it now. 
Today! Let us see what our butane- 
propane magazine has to say about 
conditions. This article was taken 
from the last issue of BUTANE- 
PROPANE News, We quote: 
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“Although farmers are expected to 
use more than six-hundred million 
gallons of liquefied petroleum gas in 
1949, the industry is being urged to 
step up promotion of this fuel to 
the rural market. 

“It is believed that an exclusive 
campaign should be developed that 
will carry the gas message directly 
to the farmer. The electrical indus- 
try is doing this in a big way. If 
that program is not offset by infor- 
mation about the advantages of LP- 
Gas, many farm families which nor- 
mally could be sold gas installations 
will go electric, solely because they 
have not been sufficiently informed 
regarding the merits of gas. It is 
felt that at least several hundred 
thousand dollars should be the mini- 
mum amount thrown into the fight 
by LP-Gas men for a starter. 


16% of Fuel on Farm for Cooking 


“About % of American farmers 
are using LP-Gas one way or an- 
other, it is estimated by Albert B. 
Brodle of the Bureau of Agricuiture 
Economics. A recent census bureau 
sampling indicated 16% use of this 
type of fuel for cooking. 

“The amount of LP-Gas used by 
each farmer varies widely in dif- 
ferent areas of the country, Mr. 
Brodle observes. In the northern 
areas where most of the gas is 
bought in cylinders, it is mainly 
used for cooking, reports from deal- 
ers and distributors show an anaual 
average of 90 to 125 gallons for each 
farm. In the central and southern 
great plains, and in the southwest 
where LP-Gas is extensively used 
in heating homes, average consump- 
tion per farm in some areas ranges 
from 500 to 1000 gallons. 

“Besides such household uses as 
cooking, heating, refrigeration, and 


75 











water heating, LP-Gas also is util- 
ized on farms for brooders, flame 
weeders, for heating water, for live 
stock, for dehydrating purposes and 
for curing tobacco. It is also used 
as a fuel for internal combustion 
engines.” 

So you see, this is not solely the 
opinion of one man, but is the opin- 
ion of many in the industry who fol- 
low the industry’s progress very 
closely. Gentlemen, leave here with 
the full determination to show your 
competitors, particularly the Reddy 
Kilowatt boys, that you are a fully 
grown industry, and_ thoroughly 
capable of giving them a worthwnile 
fight to the finish. In other words, 
get roaring mad, roll up your sleeves 
and give them hell! 


Distributor Picks Propane 
For Winter House Heating 


li — second report on an interesting 
comparison between heating costs 
of two identical houses, one equipped to 
_use fuel oil for heating and the other 
propane (BUTANE-PROPANE News, 
January, 1949), shows fuel oil slightly 
in the lead—but with intangible and 
long-range LP-Gas advantages not 
yet entered. 

The tests, conducted by Jack Cough- 
lin and E. A. Garnier, with the dealer 
firm of Westland Oil Co., Minot, N. 
D., and reported by R. J. Coughlin in 
the January presentation, covered the 
period from June 15, 1948, to Sept. 1, 
1949. Two almost identical houses 
were used in the experiment. House 
No. 1 was heated by a 100,000-Btu- 
capacity furnace using No. 3 oil. In 
addition it had a four-burner and 
oven propane stove, a 6-ft. Servel re- 
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frigerator, and a 30-gal. Servel hot 
water heater with propane from 100. 
lb. cylinders. 

House No. 2 was heated by a gas 
heater of 140,000 Btu capacity, and 
had a stove identical to the one ip 
No. 1, and 8-ft. Servel refrigerator, 
and a 45-gal. Servel hot water heater 
using propane from a 500-gal. under. 
ground tank. 

At the time of the January report, 
heating costs of the houses favored 
gas—bills were $275.37 for the oil- 
heated home and $272.87 for that 
heated by propane. 

Results for the entire 1414-month 
period, as reported by Mr. Coughlin, 
are as follows: 


House No. 1 
No. 3 burner oil: 849 gal. at 
16 cents 
19 cylinders propane at 
$8.16 
(for stove, refrigerator, 
water heater) 


Ce | 


POCA 6053 $291.61 
House No. 2 
1805 gals. propane at 

Pikes CONGR 86-556. 6 stesaesteaess $310.52 

(including use in stove, 

refrigerator, and water 

heater) 

OtAR 3 6cisid $310.52 
Though the above figures appear 
to favor oil as a heating fuel, Mr. 
Coughlin points out that sure-to-come 
service charges on the oil burners, 
inconvenience of use, and _ inefficient 
operation tend to swing the balance 
in favor of propane, when the LP-Gas 
is used in sufficient quantities for 
other operations so that buying it in 
large bulk quantities is possible. He 
sees a dollarwise advantage for prop- 
ane house heating during the next 
year, since the ratio of price-per-gal- 
lon is now 14.8 cents per gal. for fuel 
oil and 14 cents per gal. for propane. 
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t Trucks « Semi-Trailers ¢ Storage Tanks 4 











COLUMBIAN Semi-Trailer Units like the 4,000-gal., double-barreled LPG 
Transport pictured below, are masterpieces of engineering that give you 
trouble-free, low-cost operation. Manufactured in any capacity within limi- 
tation of your state highway regulations. 


——— — xem 





COLUMBIAN STORAGE TANKS 


(Left) Above-ground and Under-ground storage 
tanks that are quality built for long years of 
efficient operation — available in all sizes — all 
A.S.M.E. tanks. 
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(OLUMBIAN LP-GAS 
Delivery Tanks 


(Right) Full-Skirted Stand- 
ard Tanks with special cyl- 
inder brackets for bottled 
gas. Pump mounted with 
direct driven power take- 
off. All control valves and 
eeeeter in rear can 
x, 


ae 1 UNG RURALGAS SERVICE 


PLATT SBLRG MO. 





Take advantage of Columbian's 55 years of tank building experience—plus a reputation for ad- 
vanced design and engineering excellence that has won recognized leadership throughout the indus- 
ty. WRITE NOW FOR COMPLETE FACTS and NEW LOW PRICES. 


COLUMBIAN STEEL TANK CO., P.O. Box 4226-0, Kansas City, Mo. 
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Bottled Gas Works Magic 
In Virginia Resort Hotel 


Exterior view, "The Home- 
stead," Hot Springs, Va. 


4/ITHE HOMESTEAD,” renowned 

resort place of Hot Springs, Va., 
found that preparing 800,000 meals 
annually in stoves fired by anthracite 
coal was just too much work. 

The kitchen was always plagued 
with two-way bucket brigade — one 
team carrying coal in, another carry- 
ing ashes out. They spilled ashes and 
coal on the floor several times a day. 
That was a hazard to busy chefs, so 
it had to be cleaned every few hours. 


Then, too, the coal was slow. It 
took time for the stoves to climb up 
to good cooking temperature — and 
when they did, the temperature didn’t 
stay even. When it did stay even, 
chefs had to keep it there—that kept 
the kitchen uncomfortably warm all 
day. 

That’s all over for The Homestead 
now. Pyrofax bottled gas is in and coal 
is out, temperatures rise in a hurry 
when they’re wanted, and cool quickly 
when they aren’t. There is no more 
scrubbing of a sooty floor or ceiling. 
The Homestead’s excellent cuisine is 
maintained faster and at less cost, 
and without the full-time services of 
a fireman. 

Everybody’s happy, including pres- 
ident Fay Ingalls, who looks back on 
a year of efficient, economical LP-Gas 
service, accomplished with his multi- 
cylinder Pyrofax system. 


Multi-cylinder setup for hotel kitchen. 
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Eliminating Headaches in 
Measuring Butane and Propane 


In Two Parts 
Part 2 


Continued from October issue. 


Another problem, pertaining to 
the proper draining of the vehicle 
tank, was solved through the coop- 
eration of the Bureaus of Indus- 
trial Safety and Fire Prevention. 
Safety codes require some auto- 
matic means to stop the flow of 
liquid if an accident were to shear 
of the piping or valves from the 
tank, 

One device satisfying this re- 
quirement is known as an excess 
fow check valve, having an overall 
length of about 6 inches. The actu- 
ating spring on this valve is set 
at a tension so that during a nor- 
mal rate of flow the valve is held 
in an open position. If anything 
happened so that the piping and 
valves were broken or sheared off, 
the resulting faster flow would 
cause the valve to automatically 
close. 





By CHARLES MORRIS FULLER 


Sealer of Weights and Measures, 
County of Los Angeles, California 
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CHARLES M. FULLER 


For greater protection, the Code 
requires this valve to be placed 
within the tank. This causes it to 
extend about 4 inches above the 
bottom and naturally, quite a few 
gallons of liquid are entrapped. At 
our suggestion, they allowed the 
fabricators to weld a small well to 
the bottom of the tank, into which 
the valve was fitted flush with the 
bottom. This permitted complete 
drainage and did not in any man- 
ner weaken the structure of the 
tank. 

Another problem that has devel- 
oped and is still in the discussion 
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stage, pertains to what is known as 
the dip discharge pipe. In order to 
eliminate a lot of piping on LP-Gas 
tank trailers, and to shorten lines 
when connecting to the discharge 
pump located on the truck, the 
builders conceived the idea of dis- 
charging through a dip pipe that 
emerges from the front end of the 
tank, about 15 inches above the bot- 
tom. Recent tests showed that some 
15 gallons were entrained in a 
3000 gallon tank using this type of 
outlet which, of course, is beyond 
the realm of reasonable tolerance. 


More Tests to Be Made 


Whether or not a pump could pull 
all of the liquid out of the tank if 
the dip tube ended in a well, in- 
stead of about an inch above the 
bottom of the tank, is a debatable 
question. We expect to have avail- 
able a tank of this type in the near 
future, and will conduct tests to 
settle the question. 

We do not favor this type of 
construction because if a hole ever 
developed in the weld of the tube, 
suction would be broken at that 
point and considerable liquid would 
be trapped in the tank. Also, it de- 
tracts from the efficiency of the 
pump. The pump cannot deliver as 
many gallons when it is sucking as 
it can when there is a gravity head. 

A great deal of thought and at- 
tention has been given by our de- 
partment to maintaining the in- 
herent accuracy of meters dispens- 
ing LP-Gas by also giving careful 
consideration to the installation 
and piping layout, including proper 
provision for vapor elimination. In- 
asmuch as LP-Gas metering sys- 
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tems always operate under pres. 
sures in excess of atmospheric preg. 
sure, air cannot enter the system 
and that ceases to be a problem; 
but wherever and whenever a pres- 
sure drop occurs within the sys 
tem, gas bubbles form and _ these 
must be completely eliminated, 
Otherwise, the meter will over-reg- 
ister and short measure will result, 

So far the practice has been to 
adapt gasoline meters to LP-Gas 
use by placing the measuring cham- 
bers or mechanism inside of more 
substantial cases that will with- 
stand the additional pressure. In 
line with this adaptation idea, the 
conventional type of air eliminator 
was first tried out but the heavy 
operating pressure would collapse 
the float, making it inoperative, 
While this problem appeared for- 
midable, it was solved very simply. 

As many of you may recall, some 
of the early models of gasoline 
service. station pumps. were 
equipped with air eliminators that 
did not have float mechanisms. In 





INCREASINGLY IS THE SUBJECT OF 
measurement of LP-Gases getting attention 
from weights and measurements officials 
in many states. It is important that such 
officers, and dealers as well, should be 
familiar with methods now in use and the 
efforts being made to simplify and perfect 
existing equipment. 

There are two common practices — the 
gravimetric and the volumetric. 

The accompanying paper upon the sub- 
ject of the gravimetric method was given 
recently by Charles M. Fuller at the 34th 
National Conference on Weights and Meas 
ures in Washington, D. C. Mr. Fuller is 
Sealer of Weights and Measures for Los 
Angeles county, California. 

Soon, BUTANE-PROPANE News will carry 
an article on the measurement of LP-Gases 
by the volumetric method.—Editor. 
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Now...Two New Coleman Advancements To 


HELP YOU SELL MORE LP GAS HEATING! 


THE SHALLOW-DEPTH 
FLOOR FURNACE WITH 
STANDARD-DEPTH 
HEATING POWER 





New Coleman Shalloflow Floor 
Furnace—America’s Shallowest! 


It's only 224” deep over all; flood-proof to top 
of burner ports, 19” under floor level. Elim- 
inates need for costly concrete pits. Two 
models: 35,000 and 50,000 BTU input. Here’s 
the first shallow-depth floor furnace we know 
of that actually equals standard-depth models 
of equal size and rating in heat circulating 
power. You can sell scores—more homes on 
LP-Gas floor-furnace heating—when you have 
these Coleman advantages to help you sell. 


NEW DUAL-WALL 
HEAD THAT'S 
REALLY EASY 
TO INSTALL 


DESIGNED TO SEND HEAT 
OUT FASTER THAN OLD STYLE 
DUAL-WALL HEADS 








—— 


New Coleman Dual-Wall-Head 
Floor-Furnace. 


Whether mounted on a shallow-flow or a stand- 
ard depth chassis, this new long, low Cole- 
man-designed dual-wall model is easier to in- 
stall—and does a better job of heating. Dual- 
wall head is mounted on long dimensions of 
furnace—allows much larger warm-air dis- 
charge area. It’s the gas floor furnace that can 
be installed and serviced from floor level. 
Savings on installation cost really help con- 
vinee prospects and help you sell! 


Not A “Converted” City-Gas Appliance! — Engineered Throughout For LPGas! 


Coleman’s sensational new BLU-ARCH burner is 
the only burner we know of that is designed ex- 
pressly for LP fuels. Gets top efficiency out of butane, 
propane or mixed fuels; gives you a wonderful fuel- 
economy story to tell. 100% safety shut-off valve is 


standard equipment. AGA approved throughout. 
Find out about Coleman’s special LP Gas engineer- 
ing, from your Coleman distributor. Let us put him 
in touch with you—find out why dealers and custom- 
ers are switching to Coleman, for LP Gas heating! 
Mail the coupon! 


Coleman Gas Floor Furnaces are guaranteed as complying with Commercial Standards CS 99-42 







NOVEMBER — 1949 


THE COLEMAN COMPANY, INC., Wichita, Kansas 








fhe Coleman Co., Inc., Dept. BP-8082, 
Wichita 1, Kan. 

Without obligation to me, please put me in 
touch with my Coleman distributor for details 
fof the Coleman LP Gas Appliance franchise 











place of this, the top of the air 
chamber had a small outlet that 
was connected back to the under- 
ground storage tank by means of 
a 44-inch pipe. While the pump was 
operating a constant small stream 
of gasoline would flow from the air 
chamber to the storage tank, and 
with it would go any air or gas bub- 
bles that might have accumulated 
in the top of the chamber. The 
same arrangement was tried with 
LP-Gas meters and was found to 
operate so effectively that all meter 
units are now equipped in that 
manner. 

I must quickly add, however, that 
as a sole means of vapor elimina- 
tion, this method would prove in- 
adequate if some means were not 
provided to keep downstream pres- 
sure, at all times, equal or nearly 
equal to the pressure within the 
meter and intake line. It can be 
readily understood that if the 
downstream pressure should _ be- 
come reduced, so much LP-Gas 
within the meter and lines would 
vaporize that the capacity of the 
vapor return line would be exceed- 
ed, the rest of the vapor within the 
meter would rush through, causing 
the meter to spin, and short meas- 
ure would result. 

We speak of reduced downstream 
pressure. You may ask what causes 
that? Well, if LP-Gas were 2 homo- 
genous product, we would not have 
such a pressure problem. But it is 
composed of components or hydro- 
carbon compounds known as me- 
thane, ethane, propane, butane, 
pentane, and hexane. As we are 
more familiar with propane and 
butane, although we seldom encoun- 
ter them in a pure state now, I 
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will give their vapor pressures at 
80° F: propane 128 pounds, butane 
22.9 pounds. If a tank having pre 
viously contained butane, and now 
filled with butane vapor, were to 
be filled with propane by means of 
a meter, a pressure drop would oe- 
cur on the downsteam side of the 
meter and would continue until the 
butane tank received enough of the 
propane gas to equalize the pres- 
sure. 


How Problem Is Overcome 


By what means do we overcome 
this problem? Several devices are 
now in use that answer the question 
in varying degrees. The first device 
I will describe is known as a dif- 
ferential pressure or diaphragm 
back-pressure valve (Fig. IV). It 
is placed in the line between the 
meter and the shutoff valve. 

Essentially the valve comprises, 
besides the seat, a diaphragm, a 
spring above the diaphragm which 
exerts pressure to close the valve, 
and a small inlet to space above the 
diaphragm. This inlet is connected 
to a vapor return line to the sup- 
ply tank, and by this means the 
vapor pressure in the supply tank 
is exerted on the diaphragm of the 
valve. The spring tension is nor- 
mally set at 10 pounds. 

Now, even though we open the 
discharge valve, nothing will hap- 
pen, no flow will take place until 
we start the pump and build up 
enough pressure (which in this 
case, as illustrated above, will be 
128 pounds vapor plus 10 pounds 
spring pressure, or 138 pounds) be- 
fore the valve will open. Thus no 
pressure drop can occur because 
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Check Dearborn Gas Heaters against competing heaters, just as though you 
were buying for your own home—and you'll find that DEARBORN LEADS 
IN DOLLAR VOLUME OF SALES BECAUSE DEARBORN LEADS IN 
SELLING FEATURES! 


What other gas space heater 


can offer you—and your cus- 


tomers—all of these things? 


wt 
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UR & guantt 
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ONLY DEARBORN OFFERS ALL THESE FEATURES! 


Check Dearborn against anything else on the market—and you'll discover that it all 
boils down to this: You'll Sell More Dearborns Because Dearborn Has More to Sell! 


STOVE COMPANY 1700 WEST COMMERCE STREET, DALLAS, TEXAS 
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Schematic diagrams illustrating problems encountered in testing liquefied 
petroleum gas equipment. 


DIFFERENTIAL 
VALVE 
ASSEMBLY 
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we are always assured of a 10- 
pound differential. No matter what 
pressure may be built up within 
the supply tank as a result of high- 
er temperatures or change of prod- 
uct, those same pressures will al- 
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ways be exerted above the dia- 
phragm. 

The great advantage to be gained 
by the use of this valve, is that a 
nominal 10-pound differential pres- 
sure exerted by the spring, will pre- 
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vent the formation of any vapor 
in the line; and the pump, because 
it has to overcome only a small dif- 


ferential pressure, will 
more efficiently. 

Another type or model, manufac- 
tured by the same company as a 
back-pressure valve for oil lines 
(Fig. V), has been tried in LP-Gas 
systems, although the company 
does not recommend it for this use. 
The difference between this model 
and the one just described is that 
instead of a vapor inlet, a “U” 
tube is incorporated in the con- 
struction of the valve. One leg of 
the tube enters below and the other 
above the diaphragm. The valve has 
not proved satisfactory because it 
exerts a back pressure equivalent 
to the spring tension plus the pres- 
sure in the discharge line. The 
point at which this valve will pass 
liquid is not adjusted to the vapor 
pressure of the liquid in the meter 
or supply tank; therefore, it is pos- 
sible for a pressure drop to occur. 


operate 


Spring-Loaded Valve Used 


‘The other type valve in use is 
simply a spring-loaded check valve, 
and the spring pressure is usually 
set at 15 pounds by the manufac- 
turer. If tanks are to be filled with 
comparable hydrocarbon com- 
pounds, the above type will func- 
tion quite satisfactorily, but if 
compounds such as butane and pro- 
pane are used as mentioned in the 
previous example, the question 
again arises about the ability of 
the valve to adjust itself to the 
vapor pressure in the supply tank. 
Under certain conditions, pressure 
drops will occur with the subse- 
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quent bad result of the meter spin- 
ning, and over-registration or short 
measure. If the tension of the 
spring in the valve is increased to 
provide enough back pressure to 
prevent vaporization of the liquid, 
then an excessive load is placed on 
the pump and motor which will 
slow up the rate of flow, causing 
possible inaccuracies and abnormal 
wear. 

A common fault with many me- 
tered installations is the failure to 
provide adequate pumping capacity 
to operate the meter at its proper 
rate of flow. One particular instal- 
lation was well engineered in every 
way, but the average rate of op- 
eration was about 18 gallons per 
minute, instead of the 25 gallons, or 
more, which the 2-inch meters 
needed for normal operation. As a 
result, about 2% of the liquid by- 
passed the meter. The mistake 
should not be made of using too 
large meters for the rest of the 
system. 

At another installation, we were 
unable to get any consistent rate 
of flow through the meter. The flow 
would build up and then slow down. 
On inspection we found two pumps 
in the line, in series. The first pump 
had the task of lifting the liquid 
about 7 feet, and while struggling 
to perform this feat, the second 
pump would pull the liquid away 
faster than the first pump could de- 
liver it, thereby causing vapor 
locks, and the slow and erratic 
pumping performance. The _ best 
pumping systems are those where 
there is practically no lift. 

Since LP-Gas is much lighter in 
viscosity than gasoline, slippage 
clearances in meters adapted to this 
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RECO 
REGULATORS! 


As the “‘Heart’’ of Every LP-Gas System, Regulator 
Performance Directly Affects Your Profits! 











Are too many loss, or “red”, entries going into your ledger every month, as the direct 
result of frequent, costly charges due to regulator repairs and replacements? If this is 
happening to you, it’s time to specify RegO Regulators! 


J With RegO, you'll not only bring your regulator service costs down to an irreduceable 


‘minimum, but you will find that your customers are “sold” on LP-Gas, and are selling 
for you in their neighborhoods . . . that they are ready buyers of additional appliances 
which bring about increased gas loads. 


‘Yes, it’s true that the regulator is the “heart”, the most important piece of equipment 


“on any system. It is also true that RegO regulators are outstanding in performance and 
dependability in any climate, at any season . . . that more of them are in operation than 
all other makes combined ...and that they are specified as standard equipment by major 
tank manufacturers and LP-Gas distributors the country over. 


Here Are Important Features of REGO Regulators 








NOZZLE ORIFICE — Precision machined with polished seating 
surface assures positive shut-off. 


8ODY AND BONNET — Special lightweight alloy-electrolytic 
protective coat plus quality lacquer finish provides added 
resistance to corrosion. 


DIAPHRAGM — Special composition assures added sensitivity, 
long life and accurate control over a wide range of 


ee 





REGULATING SPRING — Maximum spring length and large 
diameter assures itivity an inimizes fi i 
in outlet pressure. 





RELIEF VALVE — Integral, spring-loaded, diaphragm-actuated. 
SEAT DISC—Special resilient composition has long life. Extra 
depth provides take-up for wear. 


VALVE SEAT ACTION — Straight-line guide produces square 
contact between seat disc and nozzle orifice—no uneven 
wear due to “rockér” action. 


REGULATING LINK —Provides optimum leverage ratio between 
diaphragm movement and seat disc. 


VENT OPENING — Protected by bug screen and threaded fox 
connecting discharge pipe if requi 


Available with propane, butane or second stage settings. 















PIONEER AND LEADER IN THE 
DESIGN AND MANUFACTURE OF 
PRECISION EQUIPMENT FOR USING 
AND CONTROLLING LP-GASES 


RegO is the registered trade mark of the Bastian-Blessing Co. 


RO 














-BASTIAN- BLESSING” 


4201 W. Peterson Ave., Chicago 30, Ill. 









service must be reduced to a min- 
imum; otherwise, at slower rates 
of flow, the meter will under-regis- 
ter, giving over-measure. 

In the design of metering sys- 
tems, the entire system should be 
considered as a complete or integral 
unit. When purchasing a pump, 
data should be obtained regarding 
the number of gallons per minute 
it will deliver under the conditions 
of installation, and then a meter 
should be purchased of a size that 
will maintain a reasonable accu- 
racy curve within the rate of flow 
the pump will deliver, thereby re- 
ducing the danger of slippage. 


Dirt May Cause Slippage 


Another frequent cause of slip- 
page is dirt or foreign matter as 
the result of inadequate screens or 
even no screen at all for the pro- 
tection of the meter. At least an 
80-mesh screen, adjacent to the 
meter, should be used. These 
screens should be cleaned even more 
frequently than those in gasoline 
service because of the closer clear- 
ances in LP-Gas meters. 

Within the limited scope of this 
paper, I have endeavored to state 
in plain language some of the com- 
mon problems which we have en- 
countered in testing LP-Gas equip- 
ment. While you may not, as yet, 
have been called on for this type of 
inspection, be assured that your 
time is coming, for the production, 
sale, and use of liquefied petroleum 
gas is increasing by leaps and 
bounds. A generation ago, it was 
pretty much a waste product in the 
refining of gasoline—considered a 
nuisance by the companies. Last 
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year, over two and one-half billion 
gallons were marketed—an increase 
of 29.5% over the volume sold the 
preceding year. It is up to us, gen- 
tlemen, as weights and measures 
officials, to keep up with this pro- 
gress. 


"Pyrofax" Forms Division 


To Sell LP-Gas in Canada 


The formation of a new division 
to handle sales of “Pyrofax” gas in 
Canada has been announced by Car- 
bide and Carbon Chemicals, Limited, 
of Toronto. The Dominion Oxygen 
Co., an affiliated unit of Union Car- 
bide and Carbon Corp., has until now 
distributed this bottled gas. This 
company will continue to operate the 
bulk plant and cylinder filling sta- 
tion located in Montreal. 

The establishment of the Pyrofax 
gas division has been made necessary 
by the rapid growth of the gas busi- 
ness in Canada. The new division will 
make possible improved and expand- 
ed gas service to present and future 
Canadian customers. 


Long-Established Firm Appointed 


Northern Appliances Limited, an 
affiliate of Vipond-Tolhurst Ltd., has 
been appointed distributor of “Pyro- 
fax” gas in the Montreal area. The 
Vipond-Tolhurst organization has been 
active in the fuel and oil business for 
more than 380 years and_ recently 
formed Northern Appliances Limited 
as its distributing unit for serving 
this area wth bottled gas. 

Northern Appliances Limited, be- 
sides handling all “Pyrofax’” gas 
sales, will make installations and 
service equipment for this bottled 
gas. In addition they carry a full 
line of modern gas-burning appli- 
ances. 
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FOR LARGE OR SMALL 
GAS FIRED JOBS.... 


HONEYWELL’S new Electronic Systems give you 

split-second flame failure protection—and more! 

@ Protection against false flame indication—fail-safe under all 
known conditions. 

@ Complete protection against high resistance ground-out of flame 
rod circuit. 

@ An automatic ignition sequence control — eliminates human 

errors in start-ups. 

Pilot must be proved before main gas valve can open. 

Packaged systems readily adaptable to most new and existing 

installations. 

Write at once for all the facts.... Minneapolis- 

Honeywell, Minneapolis 8, Minnesota. 
yttled 
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ASSOCIATIONS 








Carolinas 


The North Carolina and South 
Carolina Liquefied Petroleum Gas 
Assns. met in joint session at the 
Ocean Forest hotel, Myrtle Beach, 
S. C., Sept. 23-25. 

The convention, annual affair with 
the two associations, offered three 
days of business sessions and enter- 
tainment to the membership. J. W. 
Durant, president of the South 
Carolina group, and W. S. Lander, 
president of North Carolina dealers, 
were prominent in the organization 
of this year’s convention, according 
to E. K. Butler Jr., secretary and 
treasurer of SCLPGA. 


Kansas 


The Kansas LP-Gas Assn. will hold 
its annual fall meeting at the Bread- 
view hotel in Wichita, Nov. 7. Hlec- 
tion of new officers and directors 
will occur. 

All LP-Gas dealers, distributors 
and manufacturers have been invited 
to attend the 1-day meeting, which 
will be devoted to subjects of most 
interest to them. Registration in the 
morning will be followed by a lunch- 
eon speaker, discussing pertinent 
problems of the LP-Gas industry. 

The afternoon session will be de- 
voted to association business and ad- 
ditional talks. A friendship hour will 
be held following the afternoon ses- 
sion. 


Minnesota 


According to John L. Locke, secre- 
tary, the Minnesota Petroleum Gas 
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Indiana Organizing 

Distributors of liquefied petro- 
leum gas in Indiana plan a state 
association. They will meet in In- 
dianapolis Nov. 17 at the Antlers 
hotel to form an organization and 
all dealers are invited to attend, 
according to an announcement by 
T. M. Feely, of Indiana Bottled Gas 
Co. 

Everyone in the industry is urged 
to be at this meeting. 











Assn. will hold its annual convention 
Nov. 7 at the Hotel Lowry, St. Paul, 

Following the business meeting, 
which will include the election of new 
officers and committee reports, those 
in attendance will hear Robert N. 
Cary, Duluth, speak on “What’s the 
Matter With the LP-Gas_ Business 
From an Insurance Standpoint?” He 
will be followed by Leonard C. Lund, 
state fire marshal, who will discuss 
the newly adopted rules and regula- 
tions governing the industry in the 
state. 

Luncheon speaker will be Dr. J. 0. 
Christianson, from the University of 
Minnesota, where a recent LP-Gas 
short course was held. 

The afternoon session will be de- 
voted to open forum discussions cov- 
ering the following subjects: electric 
competition—REA; ICC requirements 
for cylinder testing; University of 
Minnesota service school; substand- 
ard installations; house heating with 
propane; and propane as motor fuel. 
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New Mexico 


The Hilton hotel, Albuquerque, N. 
\M, was the scene of the annual two- 
day convention of the New Mexico 
LP-Gas Assn., Sept. 13-14. 

According to Richard C. Martin, 
newly elected president, the meeting 
was highly successful with many deal- 
es in attendance. 

Other new officers elected are: 
Maurice Wykoff, Santa Fe, vice presi- 
dent, and Ben Clark, Clovis, secretary- 
treasurer. Mr. Martin served previ- 
ously as secretary and this year 
succeeded Weldon Kite as president. 

Sept. 13 was taken up with regis- 
tration and a meeting of the board 
of directors. The following day was 
devoted to business sessions and an 
evening of entertainment provided by 
the distributors. 


Ohio 

Plans are underway for the fall 
meeting of the Ohio LP-Gas Assn. 
to be held Nov. 16 at the Fort Hayes 
hotel in Columbus, according to Ly- 
man Adams, secretary. 

Among speakers scheduled for the 
l-day program are Lee Brand, vice 
president, Empire Stove Co., Belle- 
ville, Ill., and Pierre Vinet, Geo. D. 





R. M. BRUMBY W. H. EVERETT 
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Roper Corp., Rockford, Ill. A repre- 
sentative of the Weatherhead Co. 
will also be on the program, and Lee 
Higdon, Shell Oil Co., Inc., will be 
“master of ceremonies.” 

President R. M. Brumby is asking 
association members to bring along 
criticisms and suggestions for im- 
proving association meetings and the 
association, itself, and to strengthen 
membership. 

The program committee for the 
meeting is composed of Bill Duncan, 
Forrest Fram, Bill Wright and Bill 
Everett. 


Wisconsin 


The Wisconsin Liquefied Petroleum 
Gas Assn. held its annual summer 
meeting Sept. 9-11 in Wisconsin’s 
famous Northwoods. For its second 
consecutive year the association mem- 
bers gathered at Ross’ Teal Lake 
Lodge, noted fishing resort near Hay- 
ward, Wis. 

A record gathering registered for 
three days of fun and business. The 
highlight of the convention was the 
unique business session conducted on 
a beavtiful wooded island in Teal 
Lake. After a huge shore dinner 
prepared by Northwoods guides over 
open campfires, the members lounged 
on a nearby hillside that served as a 
natural amphitheater while the busi- 
ness meeting was conducted. The 
guest speaker at the meeting ‘was 
I. F. Statz, of the Wisconsin Indus- 
trial Commission. 

According to Thomas Quail, of Bot- 
tled Gas Corp., of Wisconsin, and 
president of the association, the en- 
joyment and benefits of holding the 
convention in the northern woods 
where members relax, dress in out- 
door sports attire, fish and combine 
a vacation along with business, have 
been so impressive that the group 
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voted unanimously to return to Teal 
Lake Lodge again next September. 

The arrangements for the conven- 
tiun were handled by Secretary Har- 
ris J. Helmer, Badger Gas Products, 
Plattville. The program for the three 
days included a cocktail party on reg- 
istration day, boat rides, fishing, golf, 
outdoor games, shore dinner, business 
meeting, and loafing with plenty of 
LP-Gas talk. Members were housed in 
modern log cabins along the ‘lake 
shore. : 


Kentucky 


The need for more aggressive, well- 
trained salesmen in the field received 
major emphasis at the second annual 
meeting and trade exhibit of the Ken- 
tucky LPGA at the Seelbach hotel, 
Louisville, Oct. 10-11. 

E. Carl Sorby, vice president of 
the Geo. D. Roper Corp., pointed out 
the need in showing that every 
manufacturer in the industry has 
increased its capacity by 40% over 
prewar—yet there are 80% less 
salesmen in the industry than in pre- 
war years. The answer, according 
to Mr. Sorby, is to train men to 
‘knock on doors and sell LP-Gas. The 
opportunities are all there. 

Some 240 LP-Gasmen attended the 
meeting, which was reported as one 
of the finest of the year. Twelve 
officers, 10 of them incumbent, were 
elected to serve the association for 
the next year’s term. Raymond 
Raines, director of the third dis- 
trict, and E. R. Roll, director of the 
seventh district, were the new 
members of the association’s execu- 
tive group. Frances L. Holliday, di- 
rector of the ninth district, was re- 
elected as president, and Charles L. 
Shaffer, director of the sixth dis- 
trict, was re-named vice president. 
C. G. Keesy succeeds himself as 
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executive-secretary-treasurer. 

Directors reelected were Ronald 
Jones, first district; Robert Short, 
second district; J. F. Hayes, fourth 
district; R. B. Green, fifth district; 
and S. R. Harvey, eighth district, 

The association’s program included 
an Indiana organization breakfast 
on Oct. 11, at which time a steering 
committee was elected for the pur. 
pose of organizing an Indiana LPGA, 
A committee including T. M. Feely, 
temporary chairman, and Paul Y, 
Ogle, C. P. Keeley, Harold Tenbrook, 
and James Crowden, was named to 
publicize and make arrangements 
for an organizational meeting of 
LP-Gasmen to be held in Indianapolis 
on Nov. 17. 

Eugene T. Ehlers, fire protection 
engineer of the Kentucky state fire 
marshal’s office, told the group of 
plans by the fire marshal to check 














every LP-Gas_ installation in the 
state. 
Wyoming 


The Wyoming LPGA met in Cas. 
per, Oct. 1-2, for a two-day session 
at the Townsend hotel. Members 
were addressed by Si. G. Darling, 
national LPGA president, and dis- 
tinguished members of the industry 
within the state. 

Business transacted at the meeting 
included a vote to cooperate in a 
display promoting LP-Gas at. the 
Wyoming state fair to be held next 
summer, and the election to the vice 
presidency of C. A. Brown, Riverton 
Valley (Wyo.) Butane Service, suc- 
ceeding Talmadge Lovelady, Wor- 
land, Wyo. Ira Lamb and Ray Do- 
man, president and_ secretary of 
the association, are serving terms 
net yet expired, according to the fl 
report of the meeting by W. N. 
McMillan, Gas Equipment (0, 
Denver. 
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G00D PLANNI 


Garland 


GARLAND 
BROUWER 


GARLAND 
FRY TOP 





GARLAND 
OPEN TOP 






GARLAND 
ALL ROT Top 


Get lower cost—better efficiency—better appearance! 


“Get more for your investment in heavy duty 
equipment.” That's what we are telling your 
prospects in our November advertising. We 
urge them to buy units “precisely aligned — 
co-designed to match each other—to work 
together in an organized battery.” We tell 
them “the whole kitchen staff will work better 


and the kitchen will be more productive.” 


The Garland line is first in sales because it is 
first in value. When you sell Garland, you 
sell the line that kitchen operators every- 
where place first. Proof--that choice of 





Garland is the right choice! 


All Garland units are available in stainless steel and equipped for use with manufactured, natural or L-P gases. 


GARLAND ~~27%. 


commnnctat GooKIne 
% Heavy Duty Ranges * Restaurant Ranges + Broilers + Deep Fat Fryers * 
Roasting Ovens * Griddles + Counter Griddles 
PRODUCTS OF DETROIT-MICHIGAN STOVE CO., DETROIT 31, MICHIGAN 


REG. U.S. PAY. OFF. 


Toasters 
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At NBPA St. 





NBPA OFFICERS 
President: Forrest Fram 
Vice President: Charles G. Grau 
Secretary: Stan Beske 
Treasurer: R. E. Doyle 
Executive Vice President: 
E. E. Hadlick 











OURNEYING from 19 states and 

Canada, LP-Gas distributors 
gathered in St. Louis Sept. 19-20 
to listen to the best program ever 
directed by the National Butane- 
Propane Assn. The underlying 
theme of the meeting stressed the 
vital importance of employe train- 
ing to improve public relations, to 
increase sales, and to raise safety 
‘standards. 

Elected to the presidency was 
Forrest Fram, Fram Heating Co., 
Chagrin Falls, Ohio, who succeed- 
ed John L. Locke, of St. Paul. 

Other officers for 1949-50 are 
Charles G. Grau, Onigas Co., Rhine- 
lander, Wis., vice president; Stan 
Beske, Kay Gases, Chicago, secre- 
tary; and R. E. Doyle, Northland 
Bottled Gas, Ltd., Estevan, Sas- 
katchewan, Canada, secretary. 

Elwin E. Hadlick, executive vice 
president of NBPA since its or- 
ganization, was renamed to the 
same position. 
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Forrest Fram Named President 
Louis Convention 





Forrest Fram making speech of 
acceptance in assuming presidency 
of NBPA. 


John L. Locke made it very clear 
in his opening address of welcome 
that the association feels it has a 
destiny to fulfill in representing 
bulk plant distributors whose vrob- 
lems are peculiar to their group 
and who need direction and co- 
ordination in numerous problems 
of national scope. 

Among these are insurance cov- 
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JOS. F. LEOPOLD JOS. F. HOLLAND 


erage; higher safety standards; 
elimination of the 10-year hydro- 
static test of cylinders as regards 
lapse of time only; establishment 
of the use of safety relief valves 
on all LP-Gas cylinders; the test- 
ing of safety relief valves by man- 
ufacturers before sale, and retest 
of safety relief valves at specified 
intervals. 

The first morning of the conven- 
tion featured talks by Charles A. 
Morgan, Joseph S. Leopold and 
Lee A. Brand. 

Mr. Morgan, assistant to the 
general manager, National Fire 
Protection Assn., explained the 
activities of his organization «nd 
how it cooperates with the LP-Gas 
industry in recommending safe 
standards of operation for adoption 
by the National Board of Fire 
Underwriters. 

Mr. Leopold’s expose of the tac- 
tics of the cooperatives to avoid 
taxes and their encroachment upon 
the legitimate fields of retail deal- 
ers was a revelation to those who 
heard him. He was fighting mad, 
himself, and he endeavored to 
arouse every conventionite to a 
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state of mind that would cause 
him to solicit the assistance of in- 
dividual senators and congressmen 
to vote for the bill lately before 
Congress to tax cooperatives. 

Describing America’s 9,000,000 
small businessmen as “the most 
unorganized group in the nation,” 
Mr. Leopold said that many of 
them have “overlooked the respon- 
sibilities of citizenship” and as a 
result permitted socialism to slip 
in the back door in the guise of 
c0-ops. 

“You and I and all of the 9,000,- 
000 small businessmen in the na- 
tion are going to have to get busy 
now, before it is too late, and do 
something about this problem,” 
he said. “We must get organized. 
We have the opportunity now to 
achieve passage of legislation to 
make co-ops pay their fair share 
of the tax burden. You must send 
letters and telegrams to your Unit- 
ed States senators and representa- 
tives. You must see them person- 
ally and demand passage of this 





NBPA DIRECTORS 


S. E. Pulliam, Cut Bank, Mont. 
John M. Robinson, Woodworth, La. 
J. H. Winton, Beaumont, Texas. 

R. N. Short, Franklin, Ky. 

Joseph Herrmann, San Antonio, Fla. 
R. E. Doyle, Estevan, Sask., Canada. 
H. G. Baur, Webster Grove, Mo. 
Leland L. Harms, Allison, Iowa. 
Charles G. Grau, Rhinelander, Wis. 
John L. Locke, St. Paul, Minn. 
Stan Beske, Chicago. 

Forrest Fram, Chagrin Falls, Ohio. 
E. L. Young, Pendleton, Oregon. 

J. G. Duff, West Los Angeles. 

Ira A. Lamb, Lusk, Wyo. 

William Schlanger, Scranton, Pa. 

J. M. F. Hays, Elizabethtown, Ky. 
Fred W. Warner, Jr., Miami, Fla. 
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The new NBPA board of directors elected at St. Louis in September. Front row: 


R. E. Doyle, treasurer; Stan Beske, secretary; Forrest Fram, new 


re ae 


iation pr 





Al Hadlick, executive vice president; Charles G. Grau, vice president. Back row: R. N. 
Short, H. G. Baur, John L. Locke, retiring president; Joseph Herrmann, J. H. Winton. 


legislation. You must walk up and 
down the street and call on your 
friends, tell them the co-op story 
and get them to do the same. Some- 
thing has got to be done for we 
are slipping down the road toward 
socialism.” 

he paper of Mr. Brand, vice 
president of the Empire Stove Co., 
shows dealers the shortest course 
to constructive selling and im- 
proved safety by emphasizing the 
importance of employe training in 
dealer organizations. 

He cited numerous illustrations 
of the superior program of the 
electrical industry in this regard 
and warned listeners that if they 
did not give more attention to 
propagandizing LP-Gas as an ideal 
fuel that they would lose their 
prestige to competitive fuels. 
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Mr. Brand’s paper contained 
such an important message to the 
industry that it is reprinted in full 
on Page 66 of this issue. 

On Tuesday’s program was Ray- 
mond T. Tucker, Washington uni- 
versity, St. Louis, who discussed 
the opportunities for the LP-Gas 
industry to increase its present 
heating load. 

Earle Clifford, chief instructor 
at the National L-P Gas Institute, 
Tulsa, presented a paper in which 
he proposed a standard and method 
for sizing LP-Gas lines to enable 
dealers to figure their gas loads 
more easily and more accurately. 
He stated that the proper sizing 
of piping systems— 


Eliminates the expense of greutly 
over-sized lines. 


BUTANE-PROPANE News 








aie 


ined 
» the 
full 


Ray- 
uni- 
ssed 
-Gas 
‘sent 


ictor 
tute, 
hich 
thod 
able 
oads 
tely. 
zing 


satly 


News 





Eliminates the inconvenience caused 
the user by under-sized lines and 
excessive pressure drops at the ap- 
pliances. 

Eliminates hazard of flame outage 
caused by excessive pressure drops. 

Other subjects in his talk in- 
cluded: 

Allowable variation in pressure at 
the appliance manifold. 

Relationship of regulator perform- 
ance to pipe sizing. 

Cause of pressure drop in the pip- 
ing system. 

Sizing low pressure pipe lines. 

Sizing of meters, solenoid valves, 
thermostats, etc. 

Sizing of high pressure lines. 

W. B. Larkin, engineer for the 
Missouri inspection bureau, dis- 
cussed “Pamphlet 58 Installations” 
and how these regulations are 
being applied to LP-Gas operations 
in Missouri. 

Joseph F. Holland, Pevely Dairy 
Co., St. Louis, ended the conven- 
tion with an enthusiastic exposi- 
tion of the opportunity in this 
country for making money and 
finding happiness by the small 
businessman. 

The next meeting of the NBPA 
board of directors will be held in 
Dallas shortly after the first of 
the year. On behalf of the Texas 
Butane Dealers Assn., Executive 
Secretary William J. Lawson in- 
vited the directors to be guests of 
his association during that meet- 
ing, 

Resolutions adopted by the board 
included the tentative approval of 
Mr. Clifford’s proposed standard 
for pipe sizing; and a plan to de- 
velop material from which a stan- 
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dard may be adopted for building 
larger housing on storage tanks to 
facilitate service, make for easier 
accessibility and improve safety 
factors. 





CALENDAR 


All associations are invited to send 
in dates of their special and annual 
meetings for this calendar. 


Nov. 7—Kansas LP-Gas Assn. Broadview 
Hotel. Wichita. 


Nov. 7—Minnesota Petroleum Gas Assn., 
Annual Meeting. Hotel Lowry. St. Paul. 


Nov. 16—Ohio LP-Gas Assn. Fort Hayes 
Hotel. Columbus. 


Nov. 17—Indiana Distributors’ Organiza- 
tional Meeting. Antlers Hotel. Indian- 
apolis, 

Nov. 21-22—Assn. of Nebraska LP-Gas 
Dealers. Hotel Paxton, Omaha. 


Nov. 27-Dec. 2 — American Society of 
Mechanical Engineers. Annual Meeting. 
New York. 


Dec, 8-9—LPGA Board of Directors. Neth- 
erlands-Plaza Hotel.. Cincinnati. 


1950 


April 12-14—National Petroleum Assn. 
Hotel Cleveland. Cleveland, Ohio. 
April 24-26 — Natural Gasoline Assn. of 


America Annual Convention. Texas 
Hotel. Ft. Worth, Texas. 


May 8-11 — Liquefied Petroleum Gas 
Assn. Annual Convention & Trade Show. 
Palmer House. Chicago. 

May 11-12—Missouri LP-Gas Assn. Hotel 
President. Kansas City. 

May 28-30—Gas Appliance Manufacturers 
Assn. Annual Meeting. The Greenbrier, 
White Sulphur Springs, W. Va. 

Sept. 13-15—National Petroleum Assn. 
Hotel Traymore. Atlantic City, N. J. 

Sept. 18-20 — National Butane-Propane 
Assn. Congress Hotel. Chicago. 

Oct. 2-6— American Gas Assn. 
Convention. Atlantic City, N. J. 


Nov. Third Week—California Liquid Gas 
Dealers Assn. 


Nov. 18-19—Montana LP-Gas Assn. Rain- 
bow Hotel. Great Falls. 


Annual 
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ELECTION of Arthur C. Kreut- 

zer aS Managing director of the 
Liquefied Petroleum Gas Associa- 
tion highlighted the activities of 
the board of directors quarterly 
meeting held in Denver, Colorado, 
September 28 and 29. 

Mr. Kreutzer takes the place of 
Howard White who held the posi- 
tion of executive vice president for 
three and one-half years. Mr. White 
recently resigned his position with 
LPGA to engage in a private busi- 
ness enterprise. 

When Mr. Kreutzer assumes his 
new duties on Nov. 1, he will have 
a background of over three years 
participation in the activities of 
LPGA. During this period he acted 
as counsel for the association, 
working closely with Mr. White on 
all important business of the or- 
ganization. 

_ Besides Mr. Kreutzer the board 
also authorized additional person- 
nel for the Chicago office. The 
new staff member, not as yet ap- 
pointed, will carry on much of 
Mr. Kreutzer’s past duties as well 
as take part in the association’s 
expanding activities. 

The choice of a new West Coast 
secretary was left to the discretion 
of West Coast officials of LPGA. 
This new appointment is made nec- 
essary by the recent resignation 
of Don McNary. Mr. McNary will 
join the staff of a West Coast dis- 
tributing organization. 

Elections, held to fill vacancies 
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ART KREUTZER 


on the board of directors, included 
the following: Alabama, Victor 
Maverty; Idaho, L. V. Rothrock; 
Nevada, R. G. Wagner; North Da- 
kota, E. M. Levi. Richard Verkamp 
was chosen chairman of the mar- 
keters section. He replaces Neile 
Havens, who has resigned. 

It was the decision of the board 
to leave selection of new district 
directors for Canada and Mexico 
to association members in_ those 
respective areas. C. N. Chapman, 
who has been Canadian District 
director, has resigned due to poor 
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protect your equipment! 


RV-200 Series 


Relief Valves for general service to re- 
lieve excess liquid or gas pressures. Dia- 
gram illustrates one specific use of Relief 
Valve. Excess pressure on discharge side 
of pump causes flow through valve back 
to suction side of pump. Type 200 has 
metal seat and diaphragm; RV-201 has 
composition seat and diaphragm. 


RV.200 a apy ee 
TANK 
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DV-200 Series 


Differential Valves are used extensively 
in refinery, gasoline plant, and oil line 
installations to protect meters and pumps 
and as back pressure valves to minimize 
vapor lock. Main difference between this 
type and the RV Series is that pressure 
on either side of 
diaphragm is al- 
ways the same and 
spring pressure 
alone maintains 
the differential 
pressure. now 


oe 





Both RV and DV Valves are diaphragm actuated with an easy spring 


adjustment up to 225 psi. outlet pressure. They come in 


full range of standard sizes, 34” to 2”, 


and are specified in Reliance Bulletin No. 49. Write for your copy today! 


AMERICAN 
METERS 


NOVEMBER — 1949 


AMERICAN METER COMPANY 


INCORPORATED 


1000 MERIDIAN AVENUE, ALHAMBRA, CALIFORNIA 
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health. The Mexican District di- 
rector was found to be ineligible 
to fill that position. 

Unanimous approval of the fol- 
lowing committee chairmen ap- 
pointments was given by the 
board: Appliance Specifications, 
C. A. Westbrook; Constitution and 
By-laws, H. R. Seacat; Education- 
al, K. R. D. Wolfe; Finance, Nor- 
man A. Evans; Insurance, W. B. 
Wight; Legislative, K. W. Rugh; 
LP-Gas Specifications, Paul Shan- 
non; Membership, Charles O. Rus- 
sell; Publicity and Advertising, 
M. L. Trotter; Safety, H. Emer- 
son Thomas; Technical and Stand- 
ards, E. O. Mattocks; Transporta- 
tion, F. T. Carpenter; Convention, 
Walter A. Schuette. 

Authorization by the board was 
given to carry on the program for 
closer affiliation between national 
and state associations. This will 
allow for extension of LPGA ac- 
tivities and will make it possible 
for all members of state associa- 
tions to become active in the na- 
tional organization if they desire. 
The necessary changes in the by- 
laws of the association were agreed 
on by board members. Means for 





F. T. CARPENTER Vv. T. MAVITY 
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H. R. SEACAT 


K. W. RUGH 


carrying out this extensive pro- 
gram were authorized and _ staff 
members instructed to contact all 
state associations to secure their 
cooperation. 

Unanimous approval was given 
by the board to a resolution ap- 
proving the work of the new Plan- 
ning Committee for national LP- 
Gas industry promotion. It was 
the feeling of all board members 
that this action is one of the most 
important taken for some time and 
they place LPGA solidly behind 
their activities. They fully agreed 
with the purpose of the proposed 
campaign, which is to effectively 
stimulate and assist sales, adver- 
tising and promotion of LP-Gas 
at the consumer level. 

Plans for the next annual con- 
vention and trade show of the as- 
sociation were discussed. It was 
decided to hold the meeting for a 
period of four days instead of the 
usual three. According to present 
plans, the convention will be held 
at the Palmer House in Chicago 
during the first week in May. 

The next quarterly meeting of 
the board will be at Cincinnati, 
Ohio, Dec. 8-9. 
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250 Colorado LP-Gas Men 
Attend Annual Meeting 


HE 1949 annual convention and 

trade show of the Colorado Lique- 
fied Fetroleum Gas Assn., held in 
Denver, Sept. 25- 
27, brought to- 
gether more than 
20 industry 
members. This 
group included 
LP-Gas operators 
from every part 
of Colorado as 
well as interested 
visitors from 
many states 
throughout the 
nation. 

Election results 
placed Marion 
Chelf, Canon Gas Service, Canon 
City, in the office of president. He 
replaced R. Y. Mills, who served in 
the 1948-1949 term. 

First vice president will be Herb 
Wright, Home Gas Appliance, Grand 


MARION CHELF 


Junction. Second vice president is 
Leo Farley, Estes Park Gas Co., 
Estes Park. Secretary-treasurer is 


W. N. MeMillan, Gas Equipment Co. 
of Denver. 

A well balanced program, under 
the supervision of executive vice 
president J. C. Crawford, provided 
sufficient time for exhibits, speeches, 
entertainment and visiting. 

A representative trade show dis- 
played the wares of 22 distributors 
and manufacturers. Nearly every 
type of product used by the irdustry 
was shown. 

Entertainment consisted of a well 
attended friendship hour on Monday 
evening and a very excellent banquet 
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By PAUL LADY 


and vaudeville Tuesday night. Two 
lunches brought convention visitors 
together on Monday and Tuesday, 
with T. H. Anderson and Mr. Chelf 
acting as chairmen. 

Program speeches were kept to a 
minimum but covered subjects that 
were of interest to everyone present. 

“Profits to Share” was the title of 
the timely sales message given by 
E. Carl Sorby, Geo. D. Roper Corp. 
“The field is wide open for the men 
who want to sell,” was one of many 
vital ideas that Mr. Sorby left with 
Colorado LP-Gas men. He pointed out 
that competition will only be as com- 
petitive as the dealer makes it... 
“we must get our merchandise and 
our story before more people than 
ever before . . . before the war we 
had 12,000 trained salesmen; today 
we have around 2000 .. . how can 
you sell 40% more goods with 80% 
less salesmen? . . . let’s ask the man 
who wants to sell to improve his 
sales technique . . .” 

Another important point stressed 
by Mr. Sorby was, “Costs are not 
coming down enough to justify wait- 
ing.” This idea must be sold to the 
hesitant prospect, he said, added that 
“some of the important things we 
need to do if we are to be success- 
ful appliance people are: 1. Make good 
display. 2. Hire more salesmen. 3. 
Tell people what the product will do 
for them. 4. Train your organization 
thoroughly. 5. Establish consistent 
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HARRY TORBIT 


W. N. McMILLAN 


promotion to your customers. 6. Co- 
operate as an industry to sell it to 
the public. 7. ASK FOR AN OR- 
DER.” 

H. A. Goodwin, The Bastian-Bless- 
ing Co., brought safety into the 
meeting with his effective picture 
slides showing good and bad instal- 
lations. His theme, “A picture is 
worth a thousand words,” was re- 
ceived with appreciation by the audi- 
ence which was amazed by some of 
the remarkable action shots of acci- 
dents which he showed. 

Si G. Darling, LPGA president, 
talked on the subject of LP-Gas car- 
buretion. His paper dealt with the 





CLEANEST 


SN OPELE LEED PETF 


HOTTEST 


new vapor-type carburetion which has 
proved so popular for use on tractors, 
His figures indicated an amazing mar- 
ket exists for further sales of gas as 
a summer load builder. 

The subject of credit was discussed 
by W. H. Carr, Skelgas Division, Skel- 
ly Oil Co. He stressed the importance 
of installation buying. It means much 
to the dealer and his success but must 
be done with a plan or it will fail. 

Harry Torbit, Union Gas & Equip- 
ment Co., Pueblo, reported upon the 
fine success of the LP-Gas exhibit 
at the Colorado state fair to ac- 
quaint the public with all uses of the 
fuel—from domestic installations to 
tractors and weed burning. 

The display, resulting in 8090 reg- 
istrations by interested observers, 
was handled by dealers of the South- 
ern District of the state association. 

Final meeting event of the two-day 
business program was the forum on 
operating problems. Conducted by John 
Knox Smith, LPGA, the discussion 
covered a number of vital problems 
that LP-Gas dealers face constantly. 
H. E. Sayres, Colorado Natural Gas 
and Fuel Co., and Ray B. Fannin, 
Eaton Metal Products Co., were the 
other two panel members. 
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Part of equipment and appliance exhibits at the 1949 annual convention and trade show 
of the Colorado LPGA. 
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By H. P. GOSS 





UST as is the case with gaso- 

line carburetors, there are cer- 
tain “do’s and don’t’s” which apply 
to the adjustment of all makes of 
LP-Gas carburetors. These are ba- 
sic because they are dictated by 
the mechanical construction of the 
engine or the carburetor. You can- 
not overlook them and come out 
with the right answer. 

1. Perform the adjustments with 
the air cleaner in place. The rea- 
son for this should be perfectly 
evident, but it is overlooked every 
day. The air cleaner restricts the 
flow of air into the carburetor, and 
this increases the suction on the 
jets. If you adjust the carburetor 
first and put the air cleaner on 
afterwards, the part-load and full- 
load adjustments will be too rich, 
and will waste fuel. 

This leads to a second warning. 
If the carburetor is adjusted with 
the air cleaner on, and the driver 
decides to take it off and operate 
without it, the mixture will be 
lean, particularly in the power 
range. There is no surer way to 
burn a set of valves than to take 
the air cleaner off and not read- 
just the carburetor. 

The average driver wants his 
engine to idle too slow, but modern 
engines are not made that way. 
What the designers have done to 
give them lots of power up in the 
operating range interferes with 
the good old fashioned slow idle in 
which you could count the cyl- 
inders. 
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You can make an engine idle 
slower with LP-Gas than you can 
with gasoline, and many people 
like it that way. It nearly always 
leaves a flat spot at around 20 
miles per hour. This gives the 
engine a tendency to die, particu- 
larly when you are in a hurry to 
get the vehicle under way after a 
stop. This could be very bad, par- 
ticularly at a railroad crossing. 

This flat spot can be overcome 
in either of two ways—setting the 
part-throttle mixture richer, which 
wastes fuel, or raising the idle 
speed to what the designer in- 
tended. Most modern passenger 
car engines should be set to idle so 
they will pull the car at about 
seven miles per hour in high gear 
on the level. 

You will notice that in the in- 
structions given here covering the 
various makes of LP-Gas carburet- 
ors, a step-by-step procedure is 
given in each case, and they do 
not always follow the same order. 
The adjustments should be per- 
formed in the order specified— 
never mind what your habits may 
have been in the past. The reasons 
for the prescribed order of adjust- 
ment are built into each carburet- 
or. You cannot change them to fit 





Part 2 of last month’s 
Power feature entitled 
‘*Most Carburetor 
Trouble is Somewhere 
Else.” Part 3 will follow 


next month. 




















your ideas or habits. Be patient 
with the manufacturer and do it 
the way he says. It will save a lot 
of time and trouble. 


ALGAS CARBURETORS 


1400 Series—made in a number of 
forms to adapt to engines with down- 
draft, up-draft, or horizontal carbu- 
retor mountings. Regardless of posi- 
tion of mounting, they all have the 
same adjustments. (Fig. 1.) 

Preliminary Adjustments. All 1400 
series mixers are set at the factory 
for preliminary starting. In case these 
settings have been altered, proceed as 
follows: 

1—Screw idle adjustment all the 
way in, then back off about 3 turns. 

2—Screw economizer adjustment all 
the way in (rich). 

3—Set main jet adjustment, with 
choke butterfly opened, so the Jever is 
at calibration mark No. 4 for LPG. 


4—Set starting adjustment screw so 
threaded portion projects about 3/16” 
beyond boss on inside of yoke. 

The above preliminary adjustments 

should permit the engine to start and 
run for final adjustment. 
- With carburetor choked, turn igni- 
tion on, press starter, and hold choke 
entirely closed until engine starts. 
Choke may be held closed for a few 
seconds if engine shows tendency to 
die. Throttle may be opened with choke 
held closed. The engine will not flood 
when starting adjustment is properly 
set. If engine does not start immedi- 
ately with adjustments set as above, 
move starting adjustment screw in 
(for richer) or out (for leaner) a half 
turn at a time until correct starting 
mixture is found. 

When engine has warmed up to 
normal operating temperature you 
may make the final adjustments. 


Final Adjustments. i—Idle: screw 
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POWER 
ADJUSTMENT 





















IDLE PLATE 





/DLE ADJUSTMENTS 


Fig. 2. Algas Series 1600 adapter 
type. 


idle adjustment in or out until engine 
idles smoothly. 

2—Main Jet: With economizer ad- 
justment screwed all the way in, and 
all but two cylinders shorted out, open 
throttle wide and set main jet ad- 
justment to give highest speed. (If 
engine is equipped with governor, set 
the throttle just below governed speed 
for this test.) 

38—Economizer: With all cylinders 
firing, open throttle to get engine 
speed equivalent to about 40 mph road 
speed. Back economizer adjustment 
out until engine speed slows down but 
does not begin to miss. Then screw 
adjustment in until engine just reaches 
its full speed. 
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plus finest SERVICE 


SERVICE is a big word with Ensign. 
Part of our responsibility, we feel, is 
keeping the ever-growing parade of 
Butane-Propane dealers and service- 
men well supplied with engine and car- 
buretor information. 

To do this we have produced a series 
of serviceman “helps” to better ac- 
quaint him with carburetion and en- 
gine problems. In separate bulletins 
combined into one Service Manual, 
each Ensign product is dealt with com- 
pletely and simply from its principle 
of operation to servicing instructions 
including parts price list. All bulletins 
follow a standard format for easy 
reference. 

To the LP-Gas dealer and engine 
operator alike, Ensign service, slanted 
to the man in the field, means greater 
satisfaction with the fuel and lower 
Operating costs. 





ENSIGN — 


CARBURETOR COMPANY. 
7010 S. ALAMEDA ST., P,O. BOX, 2 
HUNTINGTON PARK, CALIFORN 


Branch Factory: 2330 West 58th Street, Chicogo 36 
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EMSIGDN offers finest CARBURETION 


This Ensign 
Installation 
and Service 
Manual 

is available 
without charge 
to engine men. 
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ALGAS 


1600 SERIES 


DUAL FUEL UNITS 
SET THE PACE! 


® Adapted to factory-engineered gasoline car- 
buretion—has full range power and econo- 
mizer adjustment —transfers from gasoline to 
L-P gas with solenoid fuel transfer switch. 


























The ONLY 
CONVERTER 


that offers all 
these features: 


dv Secondary Heating Stage 

dv Automatic Electric Priming 
*df Ample Capacity 

¢ Brass Alloy Castings 

¢¥ Minimum Working Parts 

dv Easy, Low-Cost Installation 


DEALERS: Write for full details of ALGAS 
* equipment—how you can add new 
year ‘round fuel outlets and year ‘round profits! 


AMERICAN LIQUID 
GAS CORP. 


1109 S. Santa Fe, Los Angeles, Calif. 
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PRIMER 
ADJUSTING NUT a 





Fig. 3. Algas Series 1500E 
converter. 


4—Final Idle Adjustment: The idle 
adjustment has been slightly disturbed 
by the above adjustments. Now adjust 
idle stop screw and idle adjustment to 
get smoothest possible idle at the de- 
sired idle speed. 

5—Starting Adjustment: Set throt- 
tle so engine speed with no load is 
about 3 times normal idle speed. Close 
choke completely, and adjust starting 
adjustment screw until engine just be- 
gins to slow down from richness of 
mixture. (Turn screw in for rich and 
out for lean.) 


Dual-Fuel Carburetor, Series 1600 
(Fig. 2); Converter, Series 1500E and 
1500P (Fig. 8) 


Preliminary adjustments. 1—Screw 
idle adjustment all the way in, then 
back off about 3 turns. 

2—Set economizer adjustment screw 
so head is %” out from lock nut. 

The above preliminary adjustment 
should permit engine to start and 
warm up for final adjustment. 

Final Adjustment. 1—Approximate 
Idle: Screw idle adjustment in or out 
until engine idles smoothly. 
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The Only 


Dual Throat Carburetor on the Market 


@ TWO SEPARATE THROATS @ NO ADAPTOR 
@ SIMPLEST ADJUSTMENTS 











Converter with 
Solenoid Primer 
Attached 


Fuelock On e 
Century Filter 





*“* Oldest Manufacturer of Butane Carburetion” 


CENTURY GAS EQUIPMENT CO. 


Lynwood, California Phone: NEvada 6-1650 
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2—Power Adjustment: Short out all 
but two cylinders and set throttle wide 
open. (On engines equipped with gov- 
ernors it may be necessary to short 
out all but one cylinder.) Screw econ- 
omizer adjustment all the way in. 
Loosen lock screw on power adjust- 
ment dial, and rotate to position which 
gives highest engine speed. If exhaust 
gas analyzer is used, meter should 
show reading of about 13:1 at high- 
est rpm. 

38—Economizer: With all cylinders 
firing, and no load on engine, set 
throttle to give engine speed equal to 
road speed of 30 to 40 mph. Turn 
economizer screw out slowly until en- 
gine has reached its highest rpm for 
this throttle setting, and commence 
to slow down. Then turn screw back 
in until engine just reaches its full 
speed, and tighten lock nut. 

4—Final Idle Adjustment—The idle 
adjustment has been upset by the 
above adjustments. Now adjust idle 
stop screw and idle adjustment to get 
smoothest possible idle (highest vac- 
uum) at the desired idle speed. 

5—Road Test: Check power setting 
for best acceleration or hill climbing. 
This will take at most only a slight 
readjustment. Never set power adjust- 
ment to give less than peak perform- 
ance, as this will give poor economy 
and possibly also damage the engine. 


Can Use With Two Carburetors 


Note—The Algas Series 1600 is 
adaptable to either single barrel or 
duplex gasoline carburetors. The 
idling adapter plate, between the car- 
buretor and the manifold, will have 
one idling adjustment screw with sin- 


gle barrel carburetors, and two with ' 


double barrel carburetors. In the lat- 
ter case, both these screws must be 
adjusted in order to get perfect idle. 

The choke in the gasoline carbure- 
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tors has no effect one way or the other 
on this adapter type carburetor. Gas 
for starting is provided by an electric 
or hand operated primer on the cover 
of the converter. The hand operated 
primer is used exactly like the hand 
operated choke on a gasoline carbu- 
retor. The electric primers are set at 
the factory to give correct priming 
for average starting conditions. In 
case of hard starting, adjust as fol- 
lows with the engine cold: 

Loosen solenoid lock nut. Turn 
brass nut on top of solenoid case— 
clockwise to richen, counterclockwise 
to lean out—not over % turn at a 
time until correct starting mixture is 
found. This should not require more 
than 2 turns from factory setting. 
Tighten lock nut. 


Algas Dual-Fuel Vapor Carburetion 
Kit, Model VK115 


Operating Instructions. 1—Turn fuel 
on at tank and check pressure gauge. 
Pressure on gauge should not exceed 
5 lbs. Adjust primary regulator if 
necessary. 

2—Press priming button for a few 
seconds. Do not prime too long or en- 
gine will not start. 

3—Adjust idle. Set idle by turning 
adjustment screw right to lean, and 
left to richen. Adjust for smooth idle. 

4—Set power adjustment. Turn 
power adjustment screw in for lean 
and out for rich. Adjust for best 
power and performance at wide open 
throttle. This can be done by shorting 
out all but two cylinders so that ad- 
justment can be made at wide open 
throttle, when engine is not under 
load. 


5—After power adjustment is made 
it may be necessary to touch up idle 
adjustment. 
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CENTURY CARBURETORS . 


LP-Gas Carburetors, Venturi Type, 
With Diaphragn Type Economizer. 
(Fig. 4.) 

Preliminary Adjustments, 1— 
Loosen nuts on both power (A) and 
economy (E) screws. Set plunger (B) 
in mid-position; set throttle open to a 
medium speed; start motor and turn 
economy screw (E) out until motor 
starts to slow down. Bring motor 
down to fast idle and set throttle stop 
screw to that speed. 

2—Adjust idle screw (G) and throt- 
tle stop screw together, bringing idle 
down to proper : peed with smoothest 
and fastest idle. 

38—Screw power adjustment (A) in 
until motor loses acceleration on open- 
ing throttle, then back off until de- 
sired acceleration is attained. 

Final Adjustment. 1—Idle and 
Economizer; set throttle at about 


1500 rpm for truck engines, or 2000 
rpm for passenger or light duty en- 
gines. Turn idle screw (G) all the way 
in. Screw out the economy adjustment 
(E) until motor just starts missing. 
idle, 


Bring motor slowly down to 










opening idle screw to keep engine 
running. Set idle at desired speed and 
smoothest possible idle, (highest vac- 
uum if using a vacuum gauge). Grad- 
ually open throttle. 

If motor starts missing just off idle, 
turn economy adjusting screw (E) in 
a little at a time to richen, and re- 
peat until flat spot is gone and engine 
reves up smoothly. Readjust idle, as it 
will be slightly rich. Tighten lock 
nut on economy adjusting screw. 

2—Power: With engine running, 
turn power adjustment screw (A) in 
until it touches economizer plunger. 
Back off half a turn and accelerate 
motor. If it hesitates, back power 
screw out one-quarter turn at a time, 
and repeat acceleration test until en- 
gine accelerates freely. 

3—Road Test: Adjust power screw 
for leanest setting to give maximum 
acceleration, which indicates maxi- 
mum power. Tighten lock nut on pow- 
er screw. 


Century 3C LP-Gas Carburetor (Fig. 
5), and Combination LP-Gas—Gaso- 
line Carburetor (Fig. 6) 


(All models of these carburetors 


A-POWER 
ADWUSTMENT 


B- ACCELERATOR 
PLUNGER 


Fig. 4. Century LP-Gas carbu- 
retor with vacuum controlled 
economizer. 


G-/DLe 
ADWSTMENT 


H-VACUYUM SPARK 
Aoi bli 
WNERE WERDED 
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*¢ GASOLINE 
 CiesuReToR 


Fig. 5. Century 3C LP-Gas 


adapter type carburetor. 





4OLE 
ADJUSTMENT 
FITHER END 


POWER 
ADJUSTMENTS 
SPRAY BAR LOCK SCREW 


have drag links connecting throttle 2—Start engine. (Engine will only 
valve and fuel valve, and adjustable start with throttle in closed or nearly 
spray bars.) closed position. Use solenoid, with 


throttle closed, to fill fuel lines.) 
Idle Adjustment. 1—Set throttle for 38—Turn screw in either end of drag 
fast idle by turning throttle stop link to adjust idle. Clockwise richens, 
screw in 3 or 4 turns. counterclockwise leans out. 





GASOLINE FLOAT 
LOCK SCREW(00 

q . ° NOT USE PLYERS, OR 
Fig. 6. Century combination me 


LP-Gas-Gasoline carburetor. 


FOR AUTOMATIC 
SPARK CONTROL FITTING 
S/THER SIDE 


IS POWER 
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4—Turn throttle stop screw out un- 
til engine idles at correct speed. 

5—Readjust idle screw in drag link 
for smoothest idle (or highest vac- 
uum if using vacuum gauge). 

6—After adjustment is final, insert 
cotter pin to lock idle screw. 

Economy Mixture. Making the idle 
adjustment as explained above syn- 
chronizes the gas valve with the throt- 
tle valve, and the carburetor is auto- 
matically set for correct economy mix- 
ture. 

Power Adjustment — Preliminary 
Setting. 1—Loosen spraybar lock 
screw, and set arrow on spraybar to- 
ward L (stamped on carburetor body). 

2—With engine idling, open throttle 
quickly to full open. 

3—If engine hesitates, move arrow 
toward R just a little. 

4—Repeat steps 2 and 8 until en- 
gine accelerates smoothly. 

(For duplex carburetors (two bar- 
rels to manifold) follow above pro- 
cedure, adjusting both spraybars to- 
gether, and keeping the slots paral- 
lel.) 

Final Power Adjustment. This 
should be done on the road, or with 
the engine otherwise fully loaded, and 
the throttle wide open if ungoverned, 
or just under governor speed if gov- 
erned. 

Set spraybar adjustment just far 
enough toward R to give maximum 
power. 

If exhaust gas analyzer is used, set 
spray bar to give reading of 12.5. 

Set lock screw on spray bar. 





Instructions for adjusting other 
makes of LP-Gas carburetors will be 
given in our next issue. 
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‘Dual Throat' Carburetor Made 
For Late Model Trucks 


The Century Gas Equipment (Co, 
Lynwood, Calif., has made an addi 
tion to the Century 8C type of carbu 
retor, which has had wide application 
in the past two years. It is a dual 
throat carburetor and is claimed to 
be the first of such carburetors in the 
LP-Gas industry on the market. 

The necessity for a dual throat car. 
buretor is brought about by the ad 
vancements in late models of trucks 
and automobile carburetion, where 
new types of spark controls and dual 
throat gasoline carburetors are being 
supplied. (See cut page 121.) 

At present Century Gas Equipment 
is only in production on the dual 
throat in combination (LP-Gas-gago- 
line) carburetors for Ford motors, 
Tooling and pattern work is under. 
way for the straight LP-Gas carbu 
retors for various size Ford truck en- 
gines, and other truck engines using 
dual throat carburetors. 

The outstanding features of the 
Century 8C carburetor, which have 
developed in their operation, are its 
simplicity of installation, adjustment 
and maintenance of mixtures. Truck 
operators, especially for large motors, 
where there is great fuel consump- 
tion, report better mileage and much 
easier starting in any kind of weath- 
er. When using LP-Gas carburction, 
fleet operators report remarkable sav- 
ings in maintenance and oil costs. 





Colorado Springs Firms 
Merge Into One Organization 


According to C. F. Jones, treasurer 
of the company, the United Gas (Co, 
Colorado Springs, Colo., has taken 
over the operations of two other Colo 
rado Springs companies—Rural Gas 
Co. and Ranchogas, Inc. 

Merger became effective Aug. 15. 
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zs Superior’ 


BOTTLED GAS TUBING 


Vo" Best by Tes Tit Tabe Test 


Bottled gas tubing 
that shows better re- 
sults in a test tube is 
bound to be Superior’ 
for all installations. ‘Su- 
perior’ seamless tubing is 
always uniform in quality, 
annealed to specifications, clean, 
bright, and positively dry. Super 
Seal, Penn's new tube seal, care- 
fully guards the cleanliness and dry- 
ness of ‘Superior’ tubing ae up 
to the installation point. Available from 
1” O. D. to capillary .093” O. D. 
Get the tubing that is best by 
test—specify ‘Superior.’ 





JOB-PAK 


THE PACKAGE FDinst OVER THE COUNTER 


Penn's new personalized package, Job-Pak, is de- 
signed to give plenty of protection to ‘Superior’ 
tubing. Sturdy cartons are ready for re-shipping and 
clearly marked for quick identification. Space for 
imprinting or labeling your name makes Job-Pak 
your own ‘Superior’ package. Write for new tubing 

literature and charts and Papco 

tube tool folders. Dept. BT2. 


TUBING HAS TO BE 
GOOD TO BE ‘SUPERIOR’ 


enn BRASS & COPPER COMPANY 


ERIE, PENNSYLVANIA, U.S.A. «+ PHONE 3-5I11 





J. C. Maruska starting his John Deere tractor converted to use of propane for a plowing 
job in a field near Oklahoma City. 


_5-Year Plan for Fuel Sales 


Tractor Conversions, With Farmer Dispensing 
Plants, Give Dealer Better Load Balance 


N IMPORTANT step toward 
developing the possibilities 
for extending the use of LP-Gas 
in farm tractors in Oklahoma has 
been taken by the American Bu- 
tane & Propane Gas Co., of Okla- 
homa City. 
That firm is establishing all- 
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purpose, propane gas storage and 
dispensing equipment on the farms 
and ranches of four of its most 
successful rural customers so that 
each will have available on his 
premises a sufficient supply of pro- 
pane, winter and summer, not only 
to meet all his domestic needs for 
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household purposes but also for 
gil his farm equipment fuel re- 
"quirements. 
' This is an important advance 
“28 toward the goal of enabling each 
- farmer to have available above- 
ground equipment for dispensing 
“his own fuel right through harvest 
-and crop planting.seasons without 
‘the necessity of losing time going 
into town for fuel, and with only 
infrequent trips required from the 
_dealer’s truck delivery equipment. 
' J. L. Grigsby, president of the 
American Butane & Propane Gas 
€o., presented a visual example of 
' this recently on the farm of J. C. 
Maruska, a successful and pro- 
gressive farmer about 12 miles 
southwest of Oklahoma City. Here 
the firm was completing the instal- 
lation of a new 956-gallon Black, 
Sivalls & Bryson aboveground 
4 combination heating and tractor 
fuel dispensing plant. Connected 
beneath it was a Corken LP-Gas 
pump capable of dispensing 15 ga)- 
ig lons per minute of propane from 
the tank into a tractor converted 
by the Grigsby company for Mr. 
Maruska’s use on his 320 acres 
of land. 


lowing 


e and The tractor, an International 
farms} “Farmall—30,” was brought up to 
most} the dispensing tank, quickly 
) that? fueled by Mr. Maruska, and run 
n his} out into a nearby field with a 3- 
f pro furrow plow attached to demon- 
t only} Strate plowing in wheat stubble. 
ds for} The ground was so hard from the 
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drying and baking process of the 
July sun that an excess of smooth 
operating power was necessary 
to turn over even a shallow fur- 
row but propane right from the 
farmer’s own back yard tank was 
more than equal to this task. 

The tractor had been equipped 
with a 34-gallon propane fuel 
tank purchased from the Santa Fe 
Engineering and Equipment Co. 
The special carburetion equipment, 
made by O. L. Garretson, General 
Tank & Steel Corp., is also sup- 
plied by Mr. Grigsby’s firm. 

The installation was made on 
the tractor under directions of 
Bob Taylor, engineer of the 
American Butane & Propane Gas 
Co. 

Both propane and gasoline tanks 
are supplied on this rig so switch- 
ing from gasoline to propane ana 
from propane back to gasoline can 
be accomplished easily. 


Price Difference Favors LP-Gas 


“Since there is about 814 cents 
a gallon difference between the 
wholesale prices of gasoline and 
propane in favor of the latter fuel - 
and the equipment is now avail- 
able, we are now starting an exten- 
sive campaign among our custom- 
ers to bring about such conver- 
sions,” said Mr. Grigsby. “We are 
placing among key customers in 
different directions in our territory 
these all-purpose propane dispens- 
ing systems and converting farm 
equipment, especially tractors, so 
that it can be adapted either to 
the use of propane or gasoline. We 
are having kept on each farm and 
in our office records of overall 
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RELIEF VALVE 
(2 inch) 


in safety... 
performance...economy 


SHORT BODY. The Roney No. 2113 style Relief 
Valve is the only one on the market designed 
with a short body. ideal for recessed installa- 
tion...in the top of a truck or transport tank. 
The top of the body is threaded for pipe away 
discharge on stationary tanks. 

SUPERIOR FLOW RATING invites compari- 
son. The Roney No. 2113GL and 2113GH Valves 
are for 200 DWP containers. The rated flows 
of 10,500 and 10,100 cfm of LP gas make 
them acceptable on tanks of “D x U” values 
of 133 and 128 respectively. 


Sturdy...Dependable...Priced Right...ask about 
the new Roney No. 2113 Relief Valve today. 


L.C.RONEY inc. 


Roney No. 2113 1511 W. Florence Ave., Inglewood, Calif. 
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maintenance and fuel costs so 
that we will know exactly the sav- 
ings made on these two items.” 

The Grigsby organization has 
placed two full-time men on the 
job calling on customers and mak- 
ing conversions. These men are ex- 
perts in LP-Gas carburetion and 
are at all times available for serv- 
icing and guidance work in the 
company shops or on the premises 
of tractor owners who have the 
converted equipment. The cam- 
paign is expected to be extended 
for five years among customers of 
the firm. ; 

Mr. Maruska took to the new 
propane fuel tractor like a duck to 
water and had it out for trial 
work even before the Grigsby offi- 
cials and experts arrived at his 
farm for final demonstration. He 
proudly explained that in giving 
the tractor a work-out on the day 
before, he had found that it oper- 
ated more smoothly and with less 
uncertainty in hard spots than pre- 
viously when it was fueled only by 
gasoline. 


Converted All Farm Equipment 


Next to be converted to LP-Gas 
operation on the Maruska farm i+ 
a John Deere combine, a 2-ton In- 
ternational truck; a Chevrolet 1- 
ton truck and another farm tractor, 
now operated on gasoline. 

Mr. Maruska, since the death of 
his father several years ago, has 
had to farm two quarter-sections 
of land by himself with the help, 
of course, of his wife, Mary. He 
has, therefore, converted completely 
to mechanized farming and has 
one of the most modernly equipped 
farms in Oklahoma. 
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From the new 956-gallon pro- 
pane dispenser tank also are 
served the space and water heat- 
ing appliances of his home and 
another residence on the place. 
Sufficient capacity is left to add 
other propane gas services in the 
residences and the farm operating 
plant as occasion demands. This 
farm home is equipped with suffi- 
cient facilities to have all its fuel 
needs met for years to come on 
an economical and efficient basis. 


More Refinery Capacity Means 
More Butane for Scotland 


Development of the butane gas in- 
dustry in Scotland on an expanding 
scale is promised in the current de- 
velopment at Grangemouth where the 
Anglo-Iranian Oil Co., Ltd., and Scot- 
tish Oils, Ltd., are engaged on a 
large scale refinery development. 
When this is completed the existing 
output of butane—like that of other 
products derived from the refinery— 
will be considerably expanded, ensur- 
ing an increased flow for users 
throughout rural Scotland. 

According to the companies the ex- 
tension at Grangemouth will, when 
completed, give an annual through- 
put of 1,500,000 tons of crude oil per 
annum as against the former 600,000 
tons, with an appropriate increase in 
the volume of individual products. 

The number of employes will also 
be expanded beyond the 4500 pres- 
ently working for Scottish Oils, Ltd., 
which has a very considerable share 
in British native production in the 
shale oil sphere. Among the products 
derived from crude oil and shale at 
Grangemouth and at the Lothian cen- 
ters are coke, iranolin, diesel oil, 
naphtha, motor spirit, sulphate of 
ammonia, butane, kerosene, vaporiz- 
ing oil, and gas oil. 
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“Feedback” 





NOW WITH 


MITCHELL 


VAPORIZERS 


Heavy winter loads can cause a 
lot of trouble by interrupting 
gas service. Now MITCHELL 
Vaporizers (Model 70 and larger) 
may be equipped for auto- 
matically maintaining a minimum 
tank pressure. Shown schematical- 
ly above, the MITCHELL unit is 
connected to the tank with both 
liquid and vapor lines. A special, 
tank pressure- actuated burner 
control valve operates to main- 


tain a set tank pressure by turn- 


ing on or off burners as needed. 
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MODEL 70 


















Capacity: 70 gallons per hour. This unit 
may be equipped for automatically 
maintaining a minimum tank pressure on 


propane tanks. 
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~ North Eastern Group Turns Out 
To Hear Live Program 


IMT HERE are 10,000,000 separate 

peer set-ups in this country, 
and in any one of them there can be 
imovations.” 

The above was one of several dozen 
good punch lines and quotations in 
the talk of the noted and witty Arthur 
H. “Red” Motley, who sparked the 
North Eastern District’ meeting of 
the Liquefied Petroleum Gas Assn. 
off to a good start at the opening 
luncheon at the Hotel Statler, New 
York, Sept. 15. 

Mr. Motley, president of Parade 
Publications and chairman of the 
Board of the National Federation of 
Sales Executives, pointed out the 
obvious advantages of being alive and 


By ED TITUS 


doing business ine a country where 
10,000,000 individual businesses pro- 
vide almost limitless opportunity to 
develop new ideas and make sales. 

Out of the nearly 10,000,000 busi- 
nesses, 6,000,000 are farms, every one 
a user or a prospect for butane or 
propane. The rest are other kinds of 
small and large business. 

Walter A. Naumer of New York, 
director of the LPGA North Eastern 
District, and manager of Pyrofax Gas 
Division, Carbide and Carbon Chem- 
icals Corp., was scheduled to preside, 
but had to dash off to Europe. 





Shown comparing notes at the North Eastern meeting of the LPGA are (left to right): 
James Gorton, CP gas range promotion director, GAMA; John Van Norden, program 
chairman, and William Foster, Geo. D. Roper Corp. 
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Ross Roberts, of Pyrofax, took over 
the chair, on introduction of John 
Van Norden of American Meter Co., 
chairman of the committee on ar- 
rangements. 

Sales and safety were two principal 
themes at the meeting attended by 
more than 250. 

In the safety symposium, led by 
Col. George Burrell, president of At- 
lantic States Gas Co., New York, 
brief up-to-the-minute safety sugges- 
tions were given by 10 authorities. 
Members of the panel and some of 
their suggestions follow: 

F. T. Carpenter of Minneapolis, 
president of United Petroleum Gas 
Co., on “Organization of a Sufety 
Program”: 


“Think Safety,” Good Slogan 


Mr. Carpenter expressed the view 
that “Think Safety” was a better slo- 
gan than “Safety First.” He consult- 
ed once with an organization which 
suddenly had been told by the insur- 
ance man that they would lose three- 
quarters of their insurance. 

Obviously a good accident preven- 
tion program would make this com- 
pany a better risk. Mr. Carpenter 
undertook to advise them. He sug- 
gested to the head of this organiza- 
tion that they call an educational 
meeting. It should not be called a 
safety meeting, Mr. Carpenter sug- 
gested, because those attending would 
expect to come into the meeting and 
see stretchers, first aid equipment, 
etc. 

At Mr. Carpenter’s suggestion, the 
company in question got in touch 
with the manufacturers who sold them 
appliances and equipment, and invited 
these companies to supply speakers. 

Meetings were scheduled for every 
Tuesday night, the speaker often 
being a manufacturer’s representa- 
tive. 
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There has been 98% attendance, 
The accident rate, said Mr. Carpen- 
ter, has “catapulted.” And customer 
complaints are down 50%. Mr. Car- 
penter suggests that at such meet- 
ings beer or Coca Cola or sandwiches 
can be served at a cost of five or six 
dollars a week. 

W. D. Cook, of Whippany, N.J., 
Phillips Petroleum Co., on “The Lay- 
out of a Bulk Plant”: 


Safeguard Bulk Plant Locations 


Locate the bulk station properly, 
advised Mr. Cook. It should be ona 
large enough plot, two acres being 
the minimum for a first-class piant. 
The least dimension should be 125 
feet. There should be space for ex- 
pansion. Layout should be planned 
carefully from the safety angle and 
the advertising angle. 

Decentralize your plant. Keep 
sources of ignition a safe distance 
from sources of gas. Put a fence 
around it to keep unwanted people 
out. 

“I believe,” said Mr. Cook, ‘that 
we can improve our safety record 
steadily as we go along.” 

M. G. Farrar, of New York, service 
manager of Pyrofax Gas Division, 
discussed “Proper Ventilation in 
Rooms or Spaces Where LP-Gas Ap- 
pliances Are Installed’: 

“Gas,” said Mr. Farrar, “is the 
safest fuel known—and that goes 
for wood, coal, oil, corn cobs and elec: 
tricity.” 

Franklin R. Fetherston, of New 
York, vice president in charge of 
Technical Division of LPGA: 

“There is no excuse for compro- 
mise with safety.” 

H. B. Kivlan, Pittsburgh, Pa., field 
service manager, Ruud Manufactur- 
ing Co., on “Safety in Its Relation- 
ship to the Venting of Automatic 
Gas Water Heaters”’: 
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Speakers at annual North Eastern District meeting of the LPGA in New York City 
were (left to right): Howard D. White, LPGA executive vice president; Roy R. Johnson 
and B. Prettyman. 


“Too many people still think a flue 
connection is unnecessary.” 

Others on the panel were: 

Arthur C. Kreutzer, Chicago, secre- 
tary and counsel, LPGA, on “Safety 
and Its Relationship to Legislation’; 
H. E. Newell, New York, National 
Board of Fire Underwriters, on ““Pam- 
phlet No. 58 and How It Is Made end 
Maintained”; S. J. Steinmann, assist- 
ant superintendent, safety depart- 
ment, Indemnity Insurance Co. of 
North America, on “Responsibility of 
Liquefied Petroleum Gas Distributors 
and Dealers to the Public from the 
Accident Prevention Standpoint”; H. 
Emerson Thomas, Westfield, N.J., 
president, Fuelite Natural Gas Corp., 
on “Pamphlet No. 58 and How It 
Ties Into Safety”; and G. R. Web- 
ster, New York City, Pyrofax Gas 
Division, on “The Rate of Diffusion 
When Propane and Air Are Mixed.” 

Howard D. White of Chicago, exec- 
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utive vice president of LPGA, re- 
ported good progress in efforts to get 
the Census Bureau in Washington to 
put questions into the 1950 census to 
give the butane-propane industry in- 
formation it needs. 

Mr. White stated that while at first 
the requests of the industry had been 
brushed off, a new acting director in 
the Census organization has now sub- 
mitted a form for pretest. And the 
questions on LP-Gas will go into the 
coming census if Congress appropri- 
ates the money. 

A report was made on the success 
of the recent school conducted by the 
LPGA in Pittsburgh. A total of 134 
students attended. 

Discussing his observations on re- 
cent trips to South America and Eu- 
rope, Franklin R. Fetherston ex- 
pressed the opinion that the United 
States is fortunate in having a stand- 
ards organization on which to build. 
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This contrasts with other countries 
where industry to date does not have 
such an aid to its progress. 

“We cannot afford to sit back and 
not to promote our standards out- 
side our country,” said Mr. Fether- 
ston. : 

He was referring to the fact that 
if a country like the United States 
gets its industrial standards adopted 
abroad, it gains an inside track on 
sales of many products. 


On the matter of basic standards 
for piping in buildings, Mr. Fether- 
ston said it had been hoped to work 
out standards that would apply to 
natural, manufactured and LP-Gas, 
as well. However, those working on 
this have hit a snag. And Mr. Feth- 
erston reported that “We have de- 
cided to go ahead and write stand- 
ards of our own.” 

Concerning the current problem of 
measurement of gas, which has at- 
tracted nationwide attention among 
weights and measures people, Mr. 
Fetherston stated that from a tech- 
nical point of view a solution to the 
problem could be found, but that the 
difficulty is presented in finding a 
practical solution. 

Arthur C. Kreutzer predicted that 
in the next two years there would be 
legislation affecting the industry in 
a number of Eastern states. In New 
York state, he said, the Division of 
Safety appears to be assuming some 
jurisdiction over LP-Gas. 

“One of the greatest legislative 
lures,” said Mr. Kreutzer, “is the ex- 
pression ‘There ought to be a law’— 
but the machinery of government is 
cluttered already with too many 
laws..” 

The committee on arrangements for 
this successful and well attended 
meeting of the North Eastern Dis- 
trict included the following: 

John Van Norden, chairman, Amer- 
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ican Meter Co., New York; Roy E, 
Forsberg, Country Home Gas Service, 
Inc., Suffern, N. Y.; Fred W. Frost, 
Pyrofax Gas Division, New York; 
Marvin B. Glickman, Natural Gas 
Co., Hammonton, N.J.; J. Albin John- 
son, Robinson Heaters, Inc., Long 
Island City, N.Y.; Louis E. Seley, 
Conservative Gas Corp., Brooklyn; 
and H. Emerson Thomas, Fuelite 
Natural Gas Corp., Westfield, N. J. 


California Dealers Organize 
For Industry Advancement 


Recognizing the importance of 
dealers grouping together to promote 
common interests, California has re- 
cently organized a state association. 

Incorporated and now “open for 
business” with an initial membership 
of 65 LP-Gas men, and the official 
name of “California Liquid Gas Deal- 
ers Assn.”, the leaders are looking 
forward to at least 100 members 
when the first meeting is held about 
the third week of November. 

Heading the organization is Wil- 
liam C. Schaller, Placer Gas Co., Au- 
burn. James Potter, Garden City Bu- 
tane Service, Santa Maria, is vice 
president, and Walter Guffey, Bakern 
Liquid Gas Co., Bakersfield, is sec- 
retary-treasurer. 

A full-time executive secretary will 
be employed to coordinate the activi- 
ties of the association. 

Among the problems which will be 
considered are: 

Regulation of supply and storage. 

Fuel costs. 

Insurance rates. 

Safety practices. 

Standardization of marketing op- 
erations. 

Transportation rates. 

Financing. 

Credit affiliation. 

Cooperative development programs. 
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ABOVE: Checking accuracy 
of Red Seal compact meter 
on modern test equipment 
in Neptune branch office. 


Even if measurements are ‘‘off"’ only afew tenths of one percent, the 
errors can add up to big losses in the handling of a year’s gallonage! 
Insist on the most accurate L-P gas meters at terminals, loading racks, 
truck tanks—and keep them accurate! 


That's where precision-built Red Seal Meters save. With only one 
moving part in measuring chamber, non-wearing capillary seal, and 
no distortion due to pressure, they hold amazing accuracy over mil- 
lions of gallons. Calibration is sensitive, easy, positive—won't ‘‘drift."’ 


Red Seal users like the low maintenance costs. Many also save with 
the exclusive Unit Replacement Plan by exchanging work-worn units 
with guaranteed factory rebuilt units at low cost. Take a look at the 


new Red Seal Meters—the meters distinguished for sustained accu- 
racy and low maintenance. 


To provide complete safety in handling liquid propane under all 


L-P Gas tank truck meters 
for 30 and 100 gpm., 250 
psi. New, improved regis- 
fers permit easier ticket 
printing. 











pressure conditions, Red Seal L-P gas meters are designed for work- 
ing pressures up to 250 psi. 











NEPTUNE METER COMPANY 
50 WEST 50th STREET, NEW YORK 20, N. Y. 
Branch Offices 
Atlanta + Boston + Chicago + Dallas « Denver + Los Angeles « Louisville 
10. Kansas City, Mo. + Philadelphia * Portland, Ore. + San Francisco 

Canadian Factory, Long Branch, Ont. 
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Unit Heaters 


Surface Combustion Corp., Toledo, 
Ohio. 


Model: UBS Series. 

' Application: For commercial instal- 
lations. 

Description: This completely re- 
designed series of Janitrol space 
heaters includes a new cartridge type 
ribbon burner offering increased com- 
bustion efficiency, yet weighing only 
30% as much as the standard type 
of cast iron burner. 

Improved, multi-thermex steel tube 
heating assembly units have been in- 
corporated. With the steel riobon 
burner, only a change of the ribbon 
bundle itself is necessary when the 
unit requires service or the type of 
fuel is changed. 

AGA-approved, the UBS unit heat- 
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ers carry the Underwriters Labora- 
tories seal and may be used for LP- 
Gases, natural, manufactured and 
mixed gases. 

Safety features which have been 
incorporated include an improved au- 
tomatic pilot employing a new actu- 
ating lever and switch design, togeth- 
er with a combination fan and limit 
control to prevent overheating. Sizes 
range from 50,000 to 225,000 Btu per 
hour input. 


_ Domestic Range 
Dixie Foundry Co., Cleveland, fenn, 
Model: Dixie 33F, 32F and 31F 
Series. 


Description: A one-piece chromium 
top has replaced the usual baked 





BUTANE-PROPANE News 








bora- 
 LP- 
and 


1 au- 
actu- 
zeth- 
limit 
Sizes 
1 per 





News 





enamel top in this series. All other 
regular features of the Dixie line 
have been retained. Among advan- 
tages of the chromium top is that it 
is easy to clean, cannot chip, and re- 
tains its mirror-like surface. 

Other Dixie features include one- 
piece welded oven with rounded cor- 
ners and braced doors; complete in- 
sulation; and automatic oven control. 
The welded toe-room base is fastened 
to frame at all corners. 

Burners are of a special alloy to 
resist staining. Each rests in its own 
hanger. Grates are anchored and in- 
dividual burner bowls have a new 
drip-catching shape. Every part is 
removable for washing. 





Cylinder 
Compressed Gas Cylinders, 
2909 E. 54th St., Vernon, Calif. 
Application: 
neered for trailers and small homes, 
or industrial use. 


Inc., 


Designed and engi- 


NOVEMBER — 1949 


Description: A 5-gal. propane ca- 
pacity cylinder, it is of two-piece cold 
drawn steel construction and has a 
tare weight of 22 lbs. The single cen- 
ter circumferential weld is X-ray con- 
trolled for extra safety. 

These lightweight cylinders are test- 
ed to ICC 4B-240 specifications and 
are uniformly marked. They are avail- 
able with a removable cap or perma- 
nent guard. 





Switch Box 


Shand & Jurs Co., Berkeley, Calif. 
Model: Fig. ST-5500. 


Application: Designed to accommo- 
date mercury tubes to make and 
break circuits, this explosion proof 
switch is suited to turn on lights, 
sound horns, or set off an alarm sys- 
tem from a remote location. It will 
permit transmission of signals from 
points where an open switch cannot 
be used. 


Description: The switch is listed by 
Underwriters Laboratories for use in 
hazardous (Class 1, Gropp D) loca- 
tions, in ambient temperatures up to 
155°F. Body and cover are of cast 
aluminum. The body is provided with 
sturdy mounting fianges, and meas- 
ures .approximately 9% in. long by 
5% in. deep. 

It is provided with a threaded hub 
to accommodate a stainless steel op- 
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erating shaft on which are mounted 
the two mercury tube electrodes. The 
mercury tubes are actuated by a tilt- 
ing motion of this shaft. They are 
connected to an internal terminal 
block by individual flexible wire leads. 

All terminal connections are easily 
accessible when the cover is removed. 
A %-in. threaded outlet is also pro- 
vided for conduit connection. 

It is reported that this switch will 
permit greater control over industrial 
processes, and will permit operating 
personnel to correct undesirable or 
unsafe conditions quickly. 





Circulating Heater 


Spicer’s Gas, Heaters, 2232 Bryden 
Rd., Columbus, Ohio. 


Model: No. 3084. 


Description: This fully vented heat- 
er is made in a range of sizes from 
20,000 to 65,000 Btu. All but the 665,- 
000 Btu model have been approved 
by the AGA and that is awaiting ap- 
proval now. 

Radiants are enclosed by doors fit- 
ted with Pyrex brand heat resistant 
glass, in sections guaranteed against 
breakage from the heat. 
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The combustion chamber is of 
heavy corrugated cast iron, which 
will not burn or rust out. The com- 
bustion drum is permanently sealed 
at all joints with asbestos wicking. 

All Spicer heaters are equipped 
with special down-draft diverters 
made reversible to accommodate hori- 
zontal or vertical installation of the 
heater. Fume pipe can go directly 
into a fireplace or can be connected 
to an opening any place in the chim- 
ney above the heater. 

A heavy steel porcelain humidifier 
is supplied with all Spicer’s heaters, 
assuring healthful, moist air. 


Stock Tank Heater 


Ransome Co., 4030 Hollis St., Em- 
eryville, Calif. 

Model: Western No. 2. 

Application: The unit can be in- 
stalled on the bottom of a steel, 
wood or cement ‘trough. 

Description: This new water trough 
heater has the following features: 
the combustion chamber is a casting; 
the unit is lowered into the trough; 
no cutting of trough is necessary for 
installation. A long-operating burner 
is provided which will operate over a 
wide pressure range, enabling the in- 
troduction of the right amount of 
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heat to satisfy water requirements of 
the number of stock involved at any 
prevailing atmospheric temperature. 

Ransome will furnish a_ small 
pounds-to-pounds regulator with the 
heater or recommends that such a 
regulator, with pressure gauge, be 
used. The burner is positioned at the 
bottom of the unit, firing directly 
into the combustion chamber. 

A conventional run of standard 
sized pipe attaches to the casting and 
forms the “stack.” Due to the arrange- 
ment of the pipe stack and the sec- 
ondary air passageway pipe, the pipes 
can be altered to fit water troughs 
of unusual dimersions. The conven- 
tional heater is fitted with pipes that 
enable it to be operated with a water 
depth of 24 to 26 in. 


Compressible Fluid Developed 
For Plug Valve Lubricant 


A new plug valve lubricant that is 
said to establish an entirely new prin- 
ciple in fluid dynamics has been an- 
nounced by Rockwell Manufacturing 
Co. To be known as “Hypermatic,” 
the radically different lubricant was 
developed by George F. Scherer, di- 
rector of research for Rockwell’s 
Nordstrom valve division, and is ac- 
claimed by company president W. F. 
Rockwell, Jr., as the most revolu- 
tionary development in its field since 
the introduction of Nordstrom valves 
30 years ago. 

Hypermatic, according to Rock- 
well’s announcement, is a compres- 
sible liquid. Where 10 cu. in. of an- 
other lubricant can be held in a plug 
valve, some 15 cu. in. of Hypermatic 
can be contained. Thus, when a leak 
occurs in the valve, Hypermatic can 
fill the leakage point without the 
rapid loss of valve pressure occurring 
where other lubricants are used. 
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In explanation of Hypermatic’s ad- 
vantages, Mr. Scherer points to the 


basic task of lubricants in plug 
valves: After lubricants are applied 
to plug valves, a lubricant screw is 
inserted, exerting powerful hydraulic 
force to transmit the lubricant 
throughout the channels of the valve. 
Where leakage occurs, however, this 
force is deteriorated, and the con- 
stant pressure necessary to push the 
needed amount of lubricant into the 
leakage void is dissipated. Hyper- 
matic flows to the void and fills it, 
without appreciable pressure change. 

Rockwell researchers believe Hy- 
permatic is the “missing link” which 
will effect automatic action. Since it 
is compressible, from 50% to 100% 
more can be inserted into a given 
space. The lubricant screw which is 
then inserted builds up energy simi- 
lar to the action of a door check. Hy- 
permatic thus feeds itself throughout 
the valve, even when the line pressure 
is greatly in excess of the valve’s in- 
ternal lubricant pressure. 

Because energized Hypermatic is 
compressible and expandable, even a 
neglected valve is kept 100% lubri- 
cated, and pressure will not decline 
rapidly—but will remain high for 
several months. 
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Gas-Electric Demonstration Gives 






LP-Gas Men New Sales Pointers 


EALERS in southern Califor- 

nia and surrounding areas who 
attended the Oct. 4 meeting of the 
South Pacific District, LPGA, got 
a bargain for their time and mon- 
ey investment. 

Speakers who discussed current- 
ly important topics; a gas-vs.-elec- 
tric cooking demonstration; and 
an informative “Information 
Please” hour gave attendants plen- 
ty of cashable ideas to take back 
to their respective organizations 
for application in the months 
ahead. 


Varied Topics Discussed 


Among the subjects discussed were: 

Safety requirements covering LP- 
Gas installations in the state which 
may be incorporated in the state fire 
marshal’s recommendations to the 
next legislature. 

The integration of state associa- 
tions with the national Liquefied Pe- 
troleum Gas Assn. 

The outlook for fuel supply in the 
coming winter. 

Announcement of the organization 
of the California Liquid Gas Dealers 
Assn, 

Diplomatic methods of making col- 
lections (sound film). 

National advertising and publicity 
for the industry by the industry. 

Cooperation between gas utilities 
and dealers in the fringe areas a: 
practiced by Southern California Ga. 
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Co. and Southern Counties Gas Co, 
Los Angeles. 
Electric competition. 


Special tribute was paid to Don 
McNary, LPGA West Coast secre- 
tary for the past 214 years, who is 
leaving the organization to become 
associated with Calor Gas (Co, 
Oakland, Calif. High praise was 
given him for the success he has 
had in building the membership of 
the association in the West and 
aiding the dealers in their many 
problems involving changes of Cal- 
ifornia statutes and _ insurance 
needs. 

The meeting was held in the 
auditorium of the Southern Cali- 
fornia Gas Co., Los Angeles, and 
the morning session was con- 
ducted by representatives of that 
firm who reviewed in interesting 
detail how they are cooperating 
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A.0. Smith provides complete 
demonstration tools for the water 


heater you can DEMONSTRATE! 


~~ @ 









INIATURE TANK DEMONSTRATOR. 
Shows your customers how 
A.O. Smith construction per- 
mits thorough tank-lining in- 
spection, before final assembly 
and welding. 








5 -premacias” SALES PRESENTA- 
TION. The simplest, easiest 
way to give prospects a com- 
plete presentation. More than 
30 colorful pages. For sales 
training, too. 


Can you break the glass surface 


of this stee! WATER 


2 peemacias” POCKET SAMPLE. 
An actual piece of a Permaglas 
Water Heater tank lets your 
prospect see and fee/ both the 
steel and the glass surface. 


Scutaway SPUD OPENING. Re- 
veals the ingenious design of 
special neoprene and stainless 
steel that e/:minates all chance 
of rust in the tank openings. 


@PERMAGLAS” PAPERWEIGHT. 
Ideal to build your sales story 
around . .. and as a “silent 
salesman” to give to archi- 
tects, builders, contractors, 


bankers, etc. 


These practical tools will make more sales! 


A. O. Smith Water Heater dealers 
are first to have dramatic, demon- 
strable proof of tank-lining dura- 
bility—the first rea/ sales advantage 
in water-heater merchandising. 


The simple proof-tests pictured 
here make sales easier and faster, 
because your customers can see and 
fully understand the “hidden” ad- 
vantages of A. O. Smith Automatic 









UTOMATIC WATER HEATERS 


Water Heaters. Many of your pros- 
pects know about these tests, too— 
they have seen them pictured in 
advertisements in LIFE, POST, and 
leading home magazines. 


For complete information about 
the outstanding profit opportunity 
A. O. Smith Water Heaters offer you 
in today’s competitive market, send 
the coupon... now. 











A. O. Smith Corporation + Atlanta 3 + Boston 16 
icago 4 + Clayton 5,Mo. + Philadelphic 3 
Denver 2 + Detroit 2 + Houston 2 + Los Angeles 14 
New York 17 + 
Pittsburgh 19 + Son Francisco 4 + Son Diego ! 
Seattle 1 + Tulsa 


HEAD AND MALLET SET. Proves 


that the diamond-tough glass 
surface withstands heavy mal- 
let blows and (below) severe 
thermal shock, with boiling 
water and ice water. 


International Division: Milwaukee 1 
‘anada: John Inglis 


Licensee in C Inglis Co., Lid. 





on = 4 


Dept. BP-1149 eee 
Water Heater Division 
Kankakee, Illinois 
Firm. 
Tell us how we can 
profit most with 
A. ©. Smith, the water ff Street 
heater line that can 
be demonstrated. No 
obligation. City Se 





Sizes for all home needs, 
for oll types of gas 
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NOVEMBER — 1949 145 











with LP-Gas dealers in their 
fringe areas to develop and hold 
the load for gas against electric 
encroachment. 

This complete story was told in 
the Sept., 1947, issue of BUTANE- 
PROPANE News and will be re- 
viewed in the December issue in a 
talk made by H. M. O’Haver, gen- 
eral supervisor of dealer programs, 
Southern California Gas Co. 

Mr. O’Haver emphasized not 
only the value that his company’s 
policies have been to LP-Gas deal- 
ers in territory adjoining the com- 
pany’s gas mains, but also how 
such friendly relationships are 
profitable to the utility as well. The 
natural inference is that similar 
relationships could exist between 
utilities and dealers in all other 
sections of the United States. 

Opening remarks were made by 
Frank N. Foster, manager of sales 
for Southern California Gas, who 
was followed by W. D. Milton, 
manager of sales for Southern 
Counties Gas Co., and Ed Kern, 
southern California manager, Pa- 
cific Coast Gas Assn. 


Demonstration Big Attraction 


An attraction in itself which 
pulled dealers to the meeting from 
distances of several hundred miles 
was a cooking demonstration pre- 
sented during the morning session 
by Miss Maxine Howe, staff aid of 
Southern California Gas, who di- 
rected dual cooking operations on 
the latest models of gas and elec- 
tric ranges. Turning Ted Wilson 
and Jack Reynard into impromptu 
cooks, she had them perform iden- 
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TED WILSON MAXINE HOWE 


tical operations on the two types 
of ranges with many instructive, 
if amusing, effects upon the in- 
terested audience. Needless to say, 
the gas range excelled the electric 
one in every operation. 

Si Darling, president of the na- 
tional LPGA, was the principal 
guest speaker, having made a spe- 
cial trip to the Coast from his 
home in Pratt, Kan., to attend this 
meeting. He discussed the value of 
the integration of state societies 
with his national organization and 
the tremendous importance of the 
rapidly spreading movement to 
build summer load with tractors 
operating on LP-Gas. 

He stated that if 214% of the 
farm tractors now operating in 
Kansas were to be converted to 
burn LP-Gas, that new load, in 
addition to the regular summer 
load, would give them a 1 to 1 
balance with the Kansas winter 
load. If 16% of Kansas tractors 
were converted, that fuel load 
would total more than all the do- 
mestic fuel used in Kansas 
throughout the year. The value of 
such an improvement in summer- 
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winter ratios of fuel use would be 
inestimable to dealers and fuel 
marketers alike, he stated. 

At the last session of the Cali- 
fornia state legislature a bill was 
passed directing the state fire mar- 
shal to investigate the operations 
of the LP-Gas dealers within the 
state and to make recommenda- 
tions for the enforcement of ex- 
isting regulations by the marshal’s 
office and suggesting means of ac- 
complishing this end and estab- 
lishing recommended inspection 
standards. 

Joe R. Yockers, state fire mar- 
shal, discussed this subject per- 
sonally at the meeting. His earnest- 
ness and his self-evident desire to 
cooperate with the industry was 
apparent to everyone present and 
prophesies the likelihood of close 
cooperation between industry mem- 
bers and the fire marshal’s office if 
and when the fire marshal becomes 
the guardian of industry installa- 
tions. 


California Dealers Organized 


Jim Potter, Garden City Butane 
Service, Santa Maria, and secre- 
tary of the newly organized state 
association, announced that the 
California group is now incorpor- 
ated and ready to begin its activi- 
ties of building a membership. Bill 
Schaller, Placer Gas Co., Auburn, 
Calif., and president of the new 
organization, also spoke upon this 
subject. 

Robert S. Mott, Standard Oil Co. 
of California, presented an instruc- 
tive sound film describing diplo- 
matic methods of making credit 
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collections under difficult circum- 
stances. 

During the session of a discus- 
sion of current topics by the panel 
of experts on the “Information 
Please” section of the program, 
Ernest Fannin, Fannin’s Gas & 
Equipment Co., Phoenix, Ariz., 
discussed the economics of meter- 
ing. 

Jim Potter announced that the 
first meeting of the California 
state association would be held the 
latter part of October. 


No Fuel Shortage Foreseen 


R. S. Tulin, Shell Oil Co., Inc., 
C. L. Parkhill, Parkhill-Wade, and 
Bill Andrews, Andrews Butane Co., 
answered questions upon the sub- 
ject of fuel supply, surplus and 
storage, with a 2 to 1 opinion that 
there would be no shortage of fuel 
during the coming winter but like- 
ly no surplus, either. 

Si Darling stated that the new 
LPGA plan for national industry 
publicity would have to be sup- 
ported by distributor contributions 
which would probably be based 
upon the amount of fuel sold by 
individual dealers. 

Ace Aseltine, Southern Califor- 
nia Gas Co., told questioners from 
the audience that his company’s 
dealer cooperation plan was not 
limited to any specific LP-Gas 
operators but was open to all who 
sold beyond their mains. 

Fire Marshal Yockers told of 
the herculean task of inspecting 
the several hundred thousand fixed 
installations within the state and 
prophesied that some of the cost 
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of such inspections would natur- 
ally fall upon the dealers. 

Harry Horn told what he thought 
about electric competition and how 
to combat it. 

The afternoon session and pro- 
gram arrangements were handled 
by Ed McEneany, Harry Horn 
and Don McNary. 

Luncheon for the group was 
served by the Southern California 
Gas Co. in its auditorium and in 
the early evening a _ friendship 
cocktail hour was held in the Chap- 
man Park hotel through the cour- 
tesy of the manufacturers’ sec- 
tion of the Pacific Coast Gas Assn. 


Rudy Mahnke, Kansas Leader, 
Joins LPGA Official Family 


Rudy Mahnke, executive vice presi- 
dent of the Kansas LP-Gas Assn. 
for the past 3% years, has submitted 
his resignation to 
the Kansas board 
of directors, to 
accept a position 
on the staff of the 
National Lique- 
fied Petroleum 
Gas Assn., with 
headquarters in 
Chicago. The 
Kansas board of 
directors, in ses- 
sion at a special 
meeting on Oct. 
10, accepted the 
resignation, to be 
effective Nov. 1. 

Mr. Mahnke’s primary duties on 
the national staff will be to promote 
the welfare of the various state asso- 
ciations through a program of state 
and national integration. There will 
be available to LP-Gas dealers in the 
several states a membership which 


RUDY MAHNKE 
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applies in the state in which they op- 
erate, as well as in the national 
group. The state associations will be 
kept intact, as before, with directors 
and officers to head the state group. 


STATEMENT OF THE OWNERSHIP, MAN 
AGEMENT, AND CIRCULATION REQUIR. 
ED BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, AS AMENDED BY THE 
ACTS OF MARCH 3, 1933, AND JULY 2, 
1946 (Title 39, United States Code, Section 


Of BUTANE-PROPANE News, published 
monthly at Los Angeles, California, for Octo- 
ber 1, 1949. 

1. The names and adresses of the publisher, 
editor, managing editor, and business man- 
ager are: Publisher, Jay Jenkins, 198 South 
Alvarado St., Los Angeles 4, California; Edi- 
tor, Lynn C. Denny, 198 South Alvarado St., 
Los Angeles 4, California. 

2. The owner is: (If owned by a corporation, 
its name and address must be stated and also 
immediately thereunder the names and ad- 
dresses of stockholders owning or holding 1 
percent or more of total amount of stock. If 
not owned by a corporation, the names and 
addresses of the individual owners must be 
given. If owned by a partnership or other 
unincorporated firm, its name and address, as 
well as that of each individual member, must 
be given.) 

Jenkins Publications, Inc., 198 South Alva- 
rado St., Los Angeles, 4 California. Jay Jenk- 
ins, Helene Jenkins, James E. Jenkins, Eloise 
Jenkins, 198 South Alvarado St., Los Angeles 
4, California. 

8. The known bondholders, mortgagees, and 
other security holders owning or holding 1 
percent or more of total amount of bonds, 
mortgages, or other ‘securities are: (If there 
are none, so state.) None. 

4. Paragraphs 2 and 8 include, in cases 
where the stockholder or seeurity holder ap- 
pears upon the books of the company as trus- 
tee or in any other fiduciary relation, the 
name of the person or corporation for whom 
such trustee is acting; also the statements in 
the two paragraphs show the affiant’s full 
knowledge and belief as to the circumstances 
and conditions under which stockholders and 
security holders who do not appear upon the 

ks of the company as trustees, hold stock 
and securities in a capacity other than that 
of a bona fide owner. 

5. The average number of copies of each is- 
sue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the 12 months preceding the 
date shown above was: (This information re- 
quired from daily, weekly, semiweekly, and tri- 
weekly newspapers only.) 

JAY JENKINS, Publisher. 

Sworn to and subscribed before me this 22nd 

day of September, -1949. 
[Seal] DOROTHY B. NEWLON. 
Notary public in and for the County of Los 
Angeles, State of California. 

(My commission expires November 2, 1952.) 
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Something Will Be Done 
On National Publicity, Says LPGA 


THE long awaited national promo- 
tional program for the Liquefied 
Petroleum Gas Association definitely 
got under way late in September 
when a planning committee composed 
of representatives of all branches of 
the industry met in Denver, Colo. 

Gathering for a full day’s session, 
under the direction of John C. Pan- 
kow, Detroit-Michigan Stove Co., in- 
dustry leaders from every section of 
the country and representing every 
type of LP-Gas activity joined their 
forces to launch a great promotional 
and educational drive. 

Purpose of the proposed campaign, 
as explained by Mr. Pankow, “is to 
effectively stimulate and assist sales, 
advertising and promotion of LP-Gas 
at the local level, consolidate the 
gains made in recent years by the 
LP-Gas industry and ‘to effectively 
expand national markets for LP-Gas 
and appliances and equipment using 
this fuel.” 

The decision was made at the 
meeting to ask the approval and sup- 
port of the program from the five 
trade associations now closely identi- 
fied with the LP-Gas business. Re- 
quests for support were sent to the 
boards of directors of these associa- 
tions. They are: California Natural 
Gasoline Association,:Gas Appliance 
Manufacturers Association, Liquefied 
Petroleum Gas Association, National 
Butane-Propane Association and Nat- 
ural Gasoline Association of America. 

Each of the above associations will 
be asked to appoint representatives 
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JOHN PANKOW 


to serve on a national committee for 
LP-Gas promotion, which will direct 
the operation. 

Tentative plans for the next meet- 
ing of the “National Committee for 
LP-Gas Promotion” call for a gather- 
ing in Chicago on Nov. 3-4. It is 
hoped that the organizations that 
have been asked to participate will 
send delegates to take part in this ‘ 
meeting. There will be further dis- 
cussion of financing the campaign, 
types of media to be used for adver- 
tising, and selection of personnel for 
carrying on the drive. 

According to the report of the 
Planning Committee, tentative plans 
for the program include extensive ad- 
vertising and publicity campaigns 
that will be nation-wide in scope and 
will reach the present and prospec- 
tive users of LP-Gas. Broad employe 
training and special public relations 
activities are contemplated with the 
thought that the convenience and 
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widespread use of this fuel should 
be fully appreciated by everyone con- 
nected with its sale and distribution. 

Financing of the program will be 
handled by voluntary contributions 
from every section of the industry. 
In this way the burden of the cam- 
paign will not fall on any one divi- 
sion but will be equally distributed 
among all the people who profit from 
the sale of the fuel and the equip- 
ment sold for its utilization. 

Mr. Pankow stressed the important 
point that LP-Gas is now bringing 
modern city comfort and conveniences 
to well over 5,500,000 farm and sub- 
urban homes of the nation. It is 
known under many fuel names and 
trade names. The new educational 
campaign hopes to make everyone 
aware of the importance of this fuel 
to the nation and the great benefits 
made possible by its continued use. 

The committee meeting at Denver 
included the following industry men 
under the chairmanship of Mr. Pan- 
kow: Howard Felt, John Lynch, 
George Bunn, James Pew, E. L. Mills, 
Si Darling, M. L. Trotter, Ernest 
Fannin, Pete Anderson, Richard Ver- 
kamp, Carl Sorby, Al Cameron, Lyle 
Harvey, J. Woodward Martin, Hal 
Phillips, and Herman Merker. 
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Jacobson LPGA West Coast 
Secretary; McNary Joins Calor 


Don McNary, for the past three 
years West Coast secretary of the 
Liquefied Petroleum Gas Assn., an- 
nounced at the South Pacific District 
meeting Oct. 4, that he was leaving 
the staff of LPGA. 

Replacing Don as West Coast sec- 
retary will be Krueger B. Jacobson. 
Mr. Jacobson has been employed as 
public relations director for the Naval 
supply center at Oakland. Previously, 
he had been doing personal contact 
work with the Key System special 
services department. He comes highly 
recommended by the University of 
California from which he was gradu- 
ated in 1936. 


Aided Legislative Programs 


West Coast members, as well as 
others interested in the LP-Gas in- 
dustry, will recall that among his 
many other association activities Mr. 
McNary was instrumental in the pas- 
sage of the tax legislation which al- 
lows dealers to purchase LP-Gas with- 
out the pre-payment of motor vehicle 
tax; also, the legislation placing the 
state fire marshal in the field of LP- 
Gas safety enforcement. He has 
worked constantly with such groups 
as the Division of Industrial Safety, 
National Board of Fire Underwriters, 
Fire Chiefs Assn., city councils, county 
boards of supervisors, toward more 
uniform legislation. 

Mr. McNary leaves the association 
to take a position in the home office 
in Oakland of the Calor Gas Co., in- 
dependent marketers of LP-Gas under 
the trade name of “Liqui-Gas” serv- 
ing western America. His work with 
Calor Gas will be similar in many 
gespects to his association work with 
(particular emphasis on a distributor 
sales-service program. 
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THE TRADE 





The G. S. Blodgett Co., Inc., Bur- 
lington, Vt., announces the appoint- 
ment of Paul C. Grimes as sales 
manager. Mr. 
Grimes has been 
with the company 
since 1939, when 
he first trained 
under R. M. 
“Tommy” Thom- 
son as assistant 
field representa- 
tive in the New 
England area. 

In 1942 he en- 
tered on a four- 
year service in 
th Army and 
during this pe- 
riod was graduated from the Army 
Baking School in Chicago and also 


PAUL C. GRIMES 








served as food service supervisor for 
large groups of troops. Following his 
discharge from the Army in 1946, 
Mr. Grimes was appointed mid-west 
representative for Blodgett, operat- 
ing out of Chicago. 

He has had a wide and varied ex- 
perience in baking and food service 
operations in the hotel, restaurant 
and institutional flelds. Mr. Grimes 
will make his headquarters in New 
York City. 


The Canadian Meter Co., Limited, 
of Hamilton, Ontario, announces the 
appointment of F. M. Barchard as 
their’ representative in the Provinces 
of British Columbia, Alberta and Sas- 
katchwan. 

Mr. Barchard recently organized 


A 6000-gal. tank, built by Charlotte Tank. At this plant, cylinders of 57-gal. and 123-gal. 
capacity are produced, also 317-gal., 485-gal. and 955-gal. tanks for transports, and the 
transport trucks, themselves, are built in this plant. 
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YOUR CUSTOMERS 
WILL WARM UP 10 


Premier—Since 1912 


A.G.A. approved for 
manufactured, natu- 
ral or L.P. gas. 







When your customers see this new Premier Vented 
Heater, you'll start making sales! It is now avail- 
able in two profit-building models . . . with 
either 24,000 B.T.U. or 36,000 B.T.U. ratings. 

Efficient cast iron burner is easily removed for 
cleaning if necessary—exclusive with Premier! 
Raised burner ports provide better combustion— 
more heat at less cost. Heater is beautifully fin- 
ished in brown porcelain enamel with chrome 


trim. 
Order the fast-selling 24V and 86V 
Premier Vented Heaters today. 


Premier 


SU 


100 South Sixteenth Street Belleville, Illinois 
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the Barchard Engineering & Equip- 
ment Company, in Edmonton, Alta., 
after spending several years in the 
engineering field. 

Through the appointment of Mr. 
Barchard the Canadian Meter (Co,, 
Ltd., and its parent, the American 
Meter Co., Inc., are now able to offer 
improved service of measurement en- 
gineering covering a full range of 
positive displacement meters, regula- 
tors, flow meters, control instruments 
and allied equipment. 


L. C. Roney, 
Inc., has recently 
appointed Don G. 
McNall as branch 
manager of its 
Texas branch 
warehouse _locat- 
ed at 1806 South 
Ervey St., Dallas. 

Mr. MeNall is 
in charge of Ro- 
ney sales in the 
area covering the 
whole Southwest. 
He is no stranger to the Southwest 
LP-Gas industry since, for seven 
years, he has been serving customers 
in that territory for the Rochester 
Manufacturing Co. 

To give the best possible service 
for the whole Southwest, L. C. Roney, 
Ine., is now stocking the complete 
Roney line in its Texas branch ware- 
house. 


DON McNALL 


John F. Mooney, aged 58, died sud- 
denly at his home in Orlando, Fia., 
on Aug. 8. 

Born in Waukegan, Illinois, John 
Mooney started his gas career with 
the North Shore Gas Co., of Wauke- 
gan, Iil. 

Mr. Mooney made his headquarters 
in Orlando, where he built up an or- 
ganization to represent various man- 


BUTANE-PROPANE News 








“ 


i geal ers 








quip- 
Alta., 
1 the 


Mr. 

Co., 
rican 
offer 
t en- 
e of 
rula- 
lents 





ws 








nati cencccni SotanoRt sonst 


This hose works “under pressure” 


The hose in this picture makes it 
easy for you to give fast, safe LP- 
Gas service to people who live or 
work beyond the city gas mains. 


It’s Hewitt Propane-Butane Hose 
—designed to withstand several times 
the pressures set up by LP-Gas. 


Reason enough why Hewitt Pro- 
pane-Butane Hose lasts longer! 
Reason, too, why you can use it in 
severe service without fear of 
breakdowns! 


tke, 


amon” 


You can count on this hose for 
fast, safe movement of LP-Gas— 
from bulk storage to tank cars...to 
cylinders... and from tank trucks 
to your customers’ storage tanks. 


Why not plan now to use Hewitt 
Propane-Butane Hose in your LP 
service? Call your Hewitt distribu- 
tor listed in your phone book. Or 
write Hewitt Rubber Division, 240 
Kensington Avefiue, Buffalo 5, 
New York. : 


@ HEWITT Propane-Butane Hose 


HEWITT RUBBER DIVISION HEWITT-ROBINS INCORPORATED 
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Liquefied Petroleum Gas 


Cities Service Oil Co. 


A DEPENDABLE SOURCE 
UNIFORM PRODUCTS 
A CAPABLE SUPPLIER 
TWENTY YEARS' EXPLAlIENCE 


IN LP GAS ALSO 
CITIES SERVICE 
MEANS 
SWOD SERVICE 


- CITIES SERVICE 
OIL Co. 
(Del.) 


BARTLESVILLE, OKLA. 


CHICAGO, ILL. 
Other Sales Offices 
Cleveland Kansas City 
St. Paul Toronto 














ufacturers in the gas industry. In 
1943 he formed a partnership with 
Calvin E. Williams, formerly of Balti- 
more, to cover the Southern territory 
for A. O. Smith Corp., Weiskittel Co., 
Ray-Glo, Inc., and Bowser Company 
as well as Standard Gas Equipment 
Corporation. 


The product service division of 
the A. O. Smith Corp. held an open 
house recently at its new plant in 
Dallas, Texas. It 
marked establish- 
ment of a servic- 
ing operation for 
distributors and 
dealers in eight 
Southwest states. 

The division, 
under the direc- 
tion of J. J. 
Bohmrich, has its 
headquarters in 
Chicago, an east- 
ern branch in 
Union, N. J., and cae 
a western branch 
in Los Angeles. These plants provide 
fast servicing of such “Smithway” 
products as water heaters, pumps, 
motors, and liquid gas systems. 

D. R. Neff heads the product serv- 
ice branch in Dallas. The new plant 
also houses A. O. Smith’s sales repre- 
sentatives in the areas, J. E. Kunz 
and W. L. Melcher. 

Officers and directors have been 
announced for the new A. O. Smith 
Corp. of Texas. The new corporation, 
a subsidiary owned jointly by the 
A. O. Smith Corp., of Milwaukee and 
the Sheffield Steel Corp., will build 
and operate a plant in Houston, Tex- 
as, for the manufacture of iarge 
diameter welded steel pipe for oil 
and gas transmission lines and for 
oil well casing. L. B. Smith is presi- 
dent of the new corporation. 
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HANDBOOK 
BUTANE-PROPANE 


GASES 


¢ Up-to-date 
on LP-Gases. 


° 352 Pages. INustrated with 


technical 


HANDBOOK 
BUTANE-PROPANL 
GASES 


THIRD FH TION 


facts 





Charts. Diagrams and Pho- 


tographs. 


Cheek this partial list of contents. 


INTRODUCTION 


The Progress of the Industry and the History 
of its Development. 

The ABC of LP-Gas, an Introduction to 
LP-Gas Operations. 


PHYSICAL AND CHEMICAL 
PROPERTIES 


Properties of the Hydrocarbons in LP-Gas. 
Properties of Butane-Propane Mixtures 
Volume Correction Factors 

Analytical Determination and Testing 


PRODUCTION OF LP-GAS 


Natural Gasoline Plants, Recycling Plants, 
Oil Refineries 


TRANSPORTATION AND STORAGE 
Delivery by Truck, Rail, Water, and Pipe 
Lines 
Storage Tank & Pressure Vessel Design 
Liquid Metering and Pumping Systems 


UTILIZATION OF LP-GAS 


Comparative Performance with other Fuels 
Appliance Installation and Testing 
Domestic Applications 

Cc cial Applicati 

industrial Applications 

Enrichment, Peak Load and Standby Uses 

A Fuel for Internal Combustion Engines 








Published by 


BUTANE-PROPANE News 
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DISTRIBUTION OF LP-GAS 
Installing and Servicing LP-Gas Systems 
Semi-Bulk Systems 
Bottled Gas Systems 
Gas Utility Service from Central Plants 
Multiple Utility Service from a Central 

Plant 

REGULATIONS 

N.B.F.U., Pamphlet No. 58 (1947). 
Motor Carrier Regulations 
Freight Regulations 

Unloading Tank Cars 
Marine Regulations 

APPENDIX 
Products Liability Insurance 
Handy Tables for Field Use 
The Interchangeability of Other 

Fuel Gases with Natural Gases 
Flame Weeding 
Bibliography 
Glossary of Terms 


THIRD EDITION 
OR ce $ 500 PER COPY 


YOUR COPY 

TODAY 
We pay postage on orders accom- 
panied by check or money order. 
In California add 13c for sales tax. 


198 So. Alvarado Street 
Los Angeles 4, California 
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The BRILLIANT FIRE 
Lowboy CIRCULATOR 


Fully enclosed and vented, this console 
modal is a high efficiency Heatmaker. De- 
livers heat forward in living zone. No 
sweating. Baffled radiator, built-in draft 
diverter, Pilot and non-clog burner are 
features. Sturdy cabinet has baked finish, 
durable, washable. 3 sizes . . . 20,000 Btu 
up. Automatic controls optional. 


WRITE FOR CATALOG 49 


Quality 
HEATING EQUIPMENT 
SINCE 1846 


CThe OHIO FOUNDRY & MFG. CO. 
ineets Manufacturers ‘Designers 
STEUBENVILLE- OHIO: U.S.A. 








A. J. Kerr, vice 
president of sales 
for Nordstrom 
Valve Division, 
Rockwell Manu- 
facturing Co, 
has announced the 
appointment of H. 
“Red” Gottwald 
as assistant sales 
manager. 

Mr. Gottwald 
will make his 
headquarters at 
Pittsburgh and E. E. Matheson, sales 
manager of Nordstrom, has assigned 
him the responsibility of supervising 
and coordinating their contacts and 
activities in connection with valve 
jobbers throughout the country. 


H. GOTTWALD 


Lloyd C. Ginn, ex-advertising and 
sales promotion manager of Amer- 
ican Stove Co., St. Louis, has been 
named general sales manager, West- 
ern Stove Co., Culver City, Calif. 


William Frame and J. D. Isaacks, 
of Kerotest Manufacturing Co., have 
been elected vice presidents, it is an- 
nounced by S. J. Roush, president 

Mr. Isaacks has been named vice 
president in charge of steel valve 
sales, and Mr. Frame will serve in 
his former capacity of works man- 
ager in addition to his duties as 
vice president. 


Neptune Meter Co. announces that 
John J. Carroll, who, since 1939 has 
represented the company in Indiana, 
has been appointed district manager 
of the Louisville office to succeed the 
late Edwin L. Cantrell. 

Mr. Carroll joined Neptune in 1937 
and is the son-in-law of the late H. 
K. Thomas, who represented the com- 
pany in that territory for many years. 
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H. C. Erhard, sales manager of 
Perfection Stove Co.’s new Acorn 
and Oriole gas range sales division, 
has anounced the 
names of 13 dis- 
trict representa- 
tives who will 
handle the Oriole 
and Acorn lines, 
under his direc- 
tion. 

The 18, all of 
whom are former 
salesmen for 
Standard Gas 
Equipment Corp., 
Baltimore, and 
their headquar- 
ters are: W. G. 
Baker, New Orleans; E. C. Brandt, 
Cedar Falls, Ia.; E. P. Burg, New 
Orleans; R. D. Chilton, Waco, Tex.; 
A, A. Crawford, Aurora, IIl.; W. P. 
Ford, Moorestown, N. J.; R. H. Han- 


H. C. ERHARD 





son, Westfield, N. J.; T. W. Hukill, 
Kansas City; P. C. Larkin, Wester- 
ville, Ohio; H. W. Richards, Grand 
Rapids, Mich.; T. F. Schwaab, Balti- 
more; George H. Smith, Staten Is- 
land, N. Y.; and C. E. Williams, 
Miami, Fla. 

Perfection Stove Co. recently pur- 
chased the Acorn and Oriole line of 
domestic gas ranges. Mr. Erhard, who 
heads the new division, was formerly 
vice president and director of sales 
for Standard Gas Equipment Corp. 


Effective Sept. 6, Florence Stove 
Co.’s mid-Western sales office will be 
located at 1452A Merchandise Mart, 
Chicago, according to a recent an- 
nouncement by C. Fred Lucas, Flor- 
ence vice president in charge of sales. 
This office was formerly located at 
2207 West Station St., Kankakee, III. 

The new location should prove more 





QUALITY PRESSURE VESSELS 


30,000 gal. anhydrous ammonia tank, quality ~built by..... 





COMPLETE FACILITIES FOR FABRICATING 
PROPANE & ANHYDROUS AMMONIA TANKS 


STANDARD AND SPECIAL TANKS 
PLATE WORK OF ALL TYPES 
THREE PLANTS 





BIRMINGHAM TANK co. 
MAIN OFFICE: BIRMINGHAM, ALA. 


Sales Offices at New York, Chicago, 
Pittsburgh, New Orleans 


FABRICATING PLANTS AT PITTSBURGH, BIRMINGHAM, NORTH BIRMINGHAM AND PASCAGOULA, MISS. 
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LP-Gas 
FORMS 


Kraftbilt LP-Gas Forms are designed 
to help you keep better records at 
lower cost. 


¢ Customer records 
Sales tickets 


* Sales records 


* Cylinder records 
* Work orders 
* Delivery costs 


Inventory records 


Purchase orders 


Voucher jackets 
* Route cards 
Schedule cards 
Cylinder tickets 
¢ Journal sheets 


* Ledger sheets 
* Payroll forms 
* Time sheets 


FORMS CARRIED IN STOCK 
IMMEDIATE SHIPMENT 
FREE CATALOG 


ROSS-MARTIN CO. 


419 E. Fourth St. 
Tulsa |, Oklahoma 














convenient for mid-Western dealers, 
and will be more suitable from the 
company’s standpoint since the Flor- 
ence executive offices are already at 
1459 Merchandise Mart. 

Members of the Florence organiza- 
tion who will be available at the new 
division office will include F. B. Jere- 
mia, mid-Western division sales man- 
ager; S. W. Berg, office manager; 
Miss B. L. Devine and B. J. DeWeese, 

Representatives from _ Florence 
Stove Co.’s New England, Eastern, 
and mid-Western sales divisions have 
been attending a two-day sales meet- 
ing held at the Gardner factory, at 
which time advance models of a com- 
pletely new line of gas ranges were 
shown. Highlight of the meeting was 
a special sales presentation of the 
new range line as it will be shown 
by Florence salesmen at various deal- 
er meetings in the individual sales 
territories. 


For the third consecutive year, 
Black, Sivalls and Bryson, Ine., has 
won the bronze “Oscar of Industry” 
presented by “Financial World” for 
the best annual report of the mate- 
rials handling equipment industry. 

By winning the coveted “Oscar,” 
the company’s annual report is placed 
in the running for the silver and 
gold trophies. 


General Controls, California manu- 
facturers of automatic pressure, tem- 
perature, level and flow controls, has 
awarded its advertising account to 
Hixson & Jorgensen, Inc., Los An- 
geles, effective Dec. 1. 

J. F. Ray, vice president in charge 
of sales, and advertising manager, 
W. E. Conkright indicated that the 
company and the agency are now 
working on new merchandising plans 
involving a more effective promotion 
of facilities available in the General 
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® An unusually well balanced, light weight. 


t ard Model low centered assembly, low in cost. Ar- 
5 and d ranged for full visibility to the rear. Rear 


a deck bumper assembly is heavy and rugged. 
Twin-Barrel Tanks are heavily under-coated and painted 
Truck Unit with fast drying aluminum paint. 


Specifications: 1206 Gallons 
U-69 or U-201 Construction 


MOTOR FUEL TANKS ® DOMESTIC TANKS e SPHERES @ STORAGE 
ANHYDROUS AMMONIA TANKS e TRAC-TOR CUSTOM TANKS 


North Texas Tank Co. * © Sewton. texas” 























Tala §6CLIP THIS AND MAIL TODAY 


if you are not a subscriber to 


BUTANE-PROPANE NEWS 


198 S. Alvarado St., Los Angeles 4, Calif. 


SUBSCRIPTION ORDER 
Enter my subscription to BUTANE- PROPANE 
NEWS to begin with the next issue. 














[] |! year $2.00 [] 3 years $5.00 

[] 2 years $3.50 
hestind Rates Apply to U. S. a Check enclosed CT] Please bill me 
Bagge hg By In the U.S. Only 
ican Countries. HNNULUUULLILLALNHHIL Ore Year Via Ase retl $8 timmy 
All others........ 1.1 year 3.00 2 
NAME POSE FIONN... 
COMPANY. 

STREET CITY ZONE STATE 








THIS SIMPLE PUMP MEETS 
THE NEEDS OF CONSTANTLY 
CHANGING PUMPING PROBLEMS 





fig.124 Cutaway_with safety valve on heed 


Its the simplicity of this 
time-proved Viking princi- 
ple backed by the know- 
how of building and ap- 
plying it to the applica- 
tion, that makes it possible 


to meet the needs of the 


L-P gas distributor so well. 


- 


Many styles and sizes 
are built for these 
exacting require- 
ments. Write for bul- 
letin 2300B today. 






Pump Company 


Cedar Falls, lowa 
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Controls 21 direct factory branch of- 
fices. For Hixson & Jérgensen, C. B. 
Hosking has been named as account 
executive. 


F. Donald Hart, 
executive vice 
president of the 
Tennessee Enam- 
el Manufacturing 
Co., Nashville, 
Tenn., has been 
elected chairman 
of the marketing 
committee of the 
Gas Appliance 
Manufacturers 
Assn., H. Leigh 
Whitelaw, man- 
aging director of the organization, 
has announced. D. R. Meckstroth, 
associate director of sales research, 
Servel, Inc., Evansville, Ind., has Leen 
designated vice chairman, according 
to Mr. Whitelaw. 





F. DONALD HART 


G. L. Gabrielson has been appoint- 
ed sales agent in the Pittsburgh of- 
fice of the American Car and Foundry 
Co., effective October 15. Mr. Gabriel- 
son was formerly in the miscellaneous 
products division of ACF’s sales de- 
partment in New York. 


George S. Jones, Jr., vice presi- 
dent and assistant to the president of 
Servel, Inc., Evansville, Ind., was 
named chairman of the National 
Distribution Council according to a 
statement made recently by Secretary 
of Commerce Charles Sawyer, at a 
joint luncheon meeting of the Coun- 
cil and national sales executives held 
at Hotel Statler, Washington. 

The Council is the official advisory 
body to the Commerce Department 
on selling, marketing, and distribu- 
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RAPID MOISTURE REMOVERS 


Used As Standard Equipment by Major Operators 


INSTALL NOW 


* to eliminate winter freeze - ups 
Approved 


e Safe to use 
e Easy to install 


e Equipped with standard 
LH-P. O.L. fittings 


e Available in a variety of sizes 
e Refillable—can be used indefinitely 
e Protects regulator from scale and dirt 


YOUR WHOLESALER CAN SUPPLY YOU 


bblé PRODUCTS CO. 


185 NORTH WABASH AVENUE « CHICAGO 1, ILLINOIS 


* to provide effective filter 
ahead of regulator 
* to assure constant 
year-round gas 
service 


Write for 
Catalog 














=x BOOST YOUR PROFITS : 


WITH THE JOHNSON DEE-ICE Automatic Stock Tank Heater 


Heip farmers to greater returns from 
beef and dairy herds... build prof- 
itable load with the Johnson Dee- 
Ice. Automatically conditions water 
to temperature best liked by stock. 
Keeps water tanks open at 40° below 
zero, Absolutely safe — no danger 
from electrocution. Burner rated at 
10,000 BTU's per hour. Automatic 
controls adjustable for water tem- 
perature 35 to 55°F. Easy to sell, 
easy to install in galvanized or wood 
\ ceanee connacrion ad tanks. 


evens re merce List $84.50 F.O.B. Factory 
—_—_- Standard Discount for Dealers 
Write for complete profit-making information, 


JOHNSON GAS APPLIANCE CO. 
597 E AVENUE N.W., CEDAR RAPIDS, IOWA 
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Styled for Beauty 
Built for Duty 


VENTED 
CIRCULATORS 
20,000 to 60,000 

B.T.U. Sizes 
No. 7770 Series has 
Radiant Front Styling 
No. 7780 Series has 
Closed Front Styling 


ENCLOSED RADIANT 
HEATERS 

20,000 - 28,000 B.T.U. 

No. 6190-D No. 6192-D 

Other sizes and styles 

for rooms and fireplaces 


SUSPENDED FAN 
TYPE UNIT HEATERS 
65,000 to 200,000 
B.T.U. Sizes 
For Domestic and 
Commercial uses 


peeeeeeens 
paseenater 





on this plet 





Write today for descriptive lit 
line that is made to sell made to last made to satisfy. 


A. G. A. APPROVED FOR ALL GASES 


Orerless 


MANUFACTURING CORPORATION 


LOUISVILLE, KENTUCKY 








tion materials, and js composed of 
past and present leaders of national 
organizations in the field of distribu- 
tion. The organizations include sell- 
ing, sales promotion, advertising, 
sales training, wholesaling and retail- 
ing. 


Food Machin- 
ery and Chemical 
Corp., San Jose, 
Calif., announces 
the appointment 
of Gerald F. 
Twist as man- 
ager of the firm’s 
Peerless Pump 
Division with 
headquarters at 
Los Angeles. The 
appointment was 
effective Sept. 1 
when Mr. Twist took over the duties 
of Francis F. Fairman, Jr., who is 
resuming his former association with 
the General Electric Co. 

The Peerless Pump Division is a 
leading producer of pumping equip- 
ment for industry and agriculture. 
Two major factories, one at Los An- 
geles and one at Indianapolis, pro- 
duce a broad line of pumps, both in 
vertical and horizontal design, from 
deep-well turbines to small domestic 
water systems. 





GERALD TWIST 


D. W. Norris, Pasadena, Calif., 
president of The Lennox Furnace Co., 
died suddenly in Columbus, Ohio, on 
Oct. 5. He was 73 years old. 

Mr. Norris developed an interest 
in newspaper work while in college 
and in 1899 purchased the Marshall- 
town “Times Republican” of which he 
was the editor continuously for 50 
years. 

Mr. Norris purchased a controlling 
interest in The Lennox Furnace Co. at 
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ONE OF SEVERAL 
HUNDRED 


PROPANE 
STORAGE 
TANKS 


fabricated ke DOWNINGTOWN 


a Welding Engineer, a Welding Supervisor, a welder working exclusively on 
enna — plus qualified welders; both automatic and manual, to perform the actual operations. 





This service with x-ray inspection of welds, Hartford 











and other approved agency inspection, with 
town experience in fabricating many grades of Carbon 
Steels, Stainless Steels, Nickel Clad, Stainless Clad 
and Non-ferrous Metals, plus excellent facilities, 
should be of interest to you as a Purchaser. 
Downingtown wants to work with you and for you. 
May we help? 


NEW YORK OFFICE 





30 CHURCH ST. 





DOWNINGTOWN IRON WORKS 
DOWNINGTOWN, PA. 





WELDED and RIVETED PRODUCTS 














Double Seal 
Copper Tube Fittings 


HAYS DOUBLE SEAL FITTINGS 
. seating at both 45° and 90° 

. the safest possible fittings 
you can use... 
. . twist-proof... 


® 


vibration-proof 
leak-proof... 





brass castings—no season crack- 
ing ... tested and approved by 
Underwriters’ Laboratories. Write 
for folder 101, giving complete 
information. 














ERIE, PA. 





HAYS MANUFACTURING CO., 
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Marshalltown, Iowa, in 1904 when its 
annual output was less than 600 fur- 
naces. He not only expanded the 
Marshalltown plant through the years 
but in the interim acquired or built 
factories at Syracuse, N. Y.; Colum- 
bus, Ohio; Decatur, Ga.; Fort Worth, 
Texas; Pasadena, Calif.; and Salt 
Lake City, Utah. 

His son, John Norris, is vice presi- 
dent of The Lennox Furnace Co. and 
his son-in-law, E. C. Booth, is sec- 
retary-treasurer. 


Appointment of two district repre- 
sentatives for distribution of Stewart- 
Warner gas burning heaters has been 
announced by H. W. Milner, sales 
manager for domestic heating equip- 
ment of the South Wind division of 
Stewart-Warner Corp., Indianapolis. 

Brown-Van Kampen, Inc., Wyckoff, 








REGO Regulators—Cylinders 


BUY RIGHT AND MAKE 
TREMENDOUS SAVINGS! 
Buy from us in small quantities at big quantity 
prices! Brand new equipment in original factory 
cartons, Order in any quantity you like. 





Part Rego Part No. * oe 
Pigs” .......-—...s---- 4700-A 6 
Manifold Block ae 1250-R 1,04 
Regulators ---------------- 2403-A9 3.29 
Regulators  .......-..--.---- 2403-B9 3,29 
som wo-cylinder out- 
a cpio sens jcssguagitninnninn chee ss 4715-AY 5.95 
Automatic Throwover ------ 2523-Y 6.91 
Automatic Throwover, re- 
0 Eee 2523-RY 7.80 
Automatic Throwover, regu- Zs 
er: 3. lee ...5-.---..- 4745-AY 11.80 
Cylinder Valves -...---—-. 3103-CO 1.86 
Cylinders (without valves) -- 
100 Ib. Bemco, TW 93 Ibs. alee 11.95 


100 lb. Bemco, TW 69 Ibs. 
(Lightweight) 
Rego Valves for above -~-- 
Trailer-type cylinder with 
valve and protecting skirt: 
20 lb. TW 23 Ibs. - : ea 8.95 
Copper Tubing—3/8” O.D.x.032 wall—$7.90 per 
hundred feet. 


Terms: Send check with order and take 1% cash 
discount. For rated accounts, terms—net {0 days. 
Order today. Our money-back guarantee assures 
your satisfaction. 


BUYRITE MDSNG CO. Dept. A 


1830 E. 23rd St., Cleveland 14, Ohio 


— 12.45 
3103-CO 1.86 











N. J., will handle sales of “South 
Wind” Zone heating systems and 
“Saf-Aire” wall furnaces in all of 
New Jersey and in the New York 
metropolitan area, 

William H. Heagerty, sales engi- 
neers, Washington, D.C., will cover 
—— and the District of Colum- 
ia. 


Edward F. Lee, vice president of 
Industrial Stamping & Manufactur- 
ing Co., and general manager of its 
Steel Cooperage Co., announces the 
appointment of Glyn Thomas as man- 
ager of LP-Gas cylinder sales. 

Mr. Thomas is widely known in the 
LP-Gas industry, having been asso- 
ciated with it for approximately 15 
years. He spent 10 years with Phil- 
lips Petroleum Co. in the Philgas 
Division, and was also associated 
with United Petroleum Gas Co. and 
Pressed Steel Tank Co. In the last 
position with Pressed Steel Tank, 
Mr. Thomas handled exports and trav- 
eled in Mexico extensively. 


Florence Stove Co. has been added 
to the honor roll of business firms 
throughout the United States, select- 
ed by the Brand Names Foundation 
to receive the “Certificate of Public 
Service” for the 75 years its brand 
name “Florence” has “held public 
confidence through unfailing integ- 
rity, reliable quality and fair pric- 
ing.” 

Walter F. Mulbach, director of re- 
search, accepted the award for Flor- 
ence at a recent dinner held at the 
Hotel Sheraton, Worcester, Mass. 

Climaxing its 75th anniversary 


sales promotion program, Florence 
Stove has just announced a complete- 
ly new line of gas ranges, the “Re- 
gency Series,” designed to help Flor- 
ence dealers meet the demands of 
today’s price-conscious market. 
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At Leading 
Wholesalers Everywhere 






STRAP HANGERS 


oot 
Economical. rustpt 


An exclusive MACO design, the “snap-on” tube 
less than the tube diameter so that it snaps on 
and stays .. . leaving both hands free for fasten- 


P : ‘ " 2 
PERFORATED ag ing. Available in 4" through 2%” O.D. tube sizes. 
Adaptable ee poo 
Nee panging pipes. 
tanks, etc. 


Uterature & Prices Available on Request 


MADISON Preducts 


COMPANY, Incorporated 






EAST GREENWICH, RHODE ISLAND 











Producers of high quality 
Liquefied Petroleum Gases Since 1931 
Wholesale Only s 


Ln CARTER OIL Company 
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Enjoy the SECURITY 
of Complete 
INSURANCE PROTECTION 


PUBLIC LIABILITY © MOTOR VEHICLE 
Coverage 


Insurance covering all hazards for 
which the operator, distributor or dealer 
may be liable or assume under contract: 
Have your insurance agent write for free 
application blank, covering all ques- 
tions to be answered in connection with 
the coverage you desire, or request it 
direct. No obligation. 


LIQUEFIED PETROLEUM GAS 
INSURANCE UNDERWRITERS 


AGENCY 


Louis F. Collar, MANAGER 


OFFICE: New York Life Bldg., 20 W. 9h St., 
Kansas City 6, Mo., Phone, Victor 3563 


HOME: 1913 Tauromee Ave., Kansas 


City 2, Kans., Phone, DRexel 333! 


hae can an get the bird —_ 59 





WE DONT S. 


Superior Valve 
& Fittings Co, 
Pittsburgh, Pa., 
announces the 
appointment of 


* 


George R. Allen | 


as general sales | 
manager. ‘ 

‘Mr. Allen is a 
graduate of the 
University of 
Michigan and has 
been well known 
throughout the 
refrigeration and compressed gas in- 7 
dustries over a period of 18 years, © 
thirteen of which have been in the 

valve and fittings field. 

As general sales manager of Su- 
perior, Mr. Allen will determine price 
and distribution policies and will have 
direct supervision over all sales and 
promotion activities of the company, 


GEO. R. ALLEN 


F. W. Carter, president of Peer- 
less Manufacturing Corp., of Louis- 
ville, Ky., manufacturers of gas- 
fired heating equipment, has an- 
nounced that T. D. Bromley has been 
appointed vice president in charge of 
sales of the gas-fired heating di- 
vision. 

Tom Bromley joined Peerless in 
1940 in a sales promotion capacity 


TURKEYS! 


eee We warehouse Quality 
Ss \-PGasEquipment Only 
Overnight shipments 


and after returning from the service 
was named sales manager of the gas 
heating division. 


Y3hS0) 


LY GAS EQUIPMENT 


CRITERION 


Krcleeite (4 ENGINEERED INSTRUMENTS 


LIQUID LEVEL GAUGES 
L-P Gas Gauges' & THERMOMETERS 


J. N. Crawford, director of sales, 
Bryant Heater Division, recently an- 
nounced the appointment of R. C. 
Anderson as the Bryant distributor 
for the Houston territory. 

Formerly the Southern district 
manager for the A. O. Smith Corp., 
Mr. Anderson’s organization, the Bry- 
ant Anderson Co. will be located at 
3215 Locke Lane, Houston, Texas. 


EQUIPMENT 
COMPANY, Inc. 


P. O. BOX S66 


2620 South Ervay « DALLAS, TEXAS 
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